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SO HELPFUL...SO PRACTICAL... 


ow in its 2" printing! 


From coast to coast 
bankers say, “It helps 
cure headache checks” 





Touches extremely pertinent banking problem. Should be 
helpful in curing some of these ‘“‘headache checks.”’ 
Cleveland, Ohio 


Find it interesting as well as practical—New York, N. Y. 
Glad to see organizations such as yours giving thought to ACME -BROWN COMPANY 


this irksome problem. Such pamphlets are a distinct con- MAKERS OF ADK PRODUCTS 
tribution to the desired end. —San Francisco, Calif. PRESTow, LL 





With so many green employees these days, it would be 
quite helpful if the suggestions were followed. 
— Washington, D. C. 





Very much impressed by the effort of your company to 
further check standardization. — Boston, Mass. 


Idea is good enough to be presented to the American 
Bankers Association urging that concerted action be 
taken. — Kansas City, Mo. 


Every bank in the country should have a copy. Each 
manufacturing stationer should have sufficient copies 
to distribute to each of his salesmen. 

—Lincolnton, N. C. 


Most practical. Most good would be derived if it were dis- 

tributed to the financial divisions of corporations and to 
establishments engaged in preparation and printing of 
customers’ checks. —Portland, Oregon 


“Business Checks, their proper planning and design” has proved 
so popular with bankers that a second printing is on the press! 


|. pg throughout the country have found ‘‘Business Checks”’ will save much of the time 
the distribution of this book a tactful and now wasted in your tellers’ and bookkeepers’ 
simple way to persuade their customers to design crowded day. 
their checks properly. This Hammermill manage- 

, : SEND R 
ment-idea book lists some 15 common faults of weiiaeusinasind 


check arrangement, and shows the 8 Essentials Hammermill has supplied safety paper for 30 years to 
of Good Check Design based on interviews American business for the better protection of busi- 
with bankers and conforming to the latest recom- 
mendations of A.B.A. 


ness checks and other money value documents. We 
shall be glad to send a sample book on request. No 
obligation. No salesman will call. 















t —> ~~ -_ hone ga oe : “eum Safety Paper Division ; 
>» Hammermill Paper Co., Erie, Pa. 


Please send me—free—a copy of “BUSINESS CHECKS. 
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(Simply attach coupon to, or write on, 
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LETTERS 





Keeping Posted 


Srtrs: I want you to know that I cer- 
tainly enjoy reading The Burroughs Clear- 
ing House which you send to me each 
month. It is keeping me posted on current 
banking trends and activities, and down 
here where I am, miles away from any 
contact with banking, that means a lot 
to me. 

T/5 F. DALE WALTER, 

ASN 35097501, Sector Engr. Util. Det., 

APO 828 c/o P.M., New Orleans 


¢ SJ + 


Cartoon Advertising 


Stns: We have prepared a series of 
personal loan advertisements, in cartoon 
style, for use in the classified sections of 
local newspapers. The advertisements are 
based on the fact that an unusual situation 
is almost certain to get wide reader inter- 
est. Theyare placed in the classified sec- 
tion, next to the’comic pages, a position 











that leads us to believe they will reach the 
mass audience to whom we wish to present 
our message. 

We have already had a good measure of 
success with a previous series of the strip 
type of cartoon advertisement. 

H. J. Writs, Manager 

Public Relations Department, 
Central National Bank of Cleveland, 
Cleveland, Ohio 
- + . 


Profit Policies 


Sirs: I am amazed by the response to 
my article on “Profit Policies’ in your 
September issue. I have a veritable stack 
of letters and inquiries, and find myself 
several weeks behind acknowledging them. 

RIcHARD W. TREFz, President, 

The Beatrice State Bank, 
Beatrice, Nebraska 
7 + + 


Protest Notice 


Strs: There has been much discussion 
on standardizing check forms. We suggest 


the co-operation of banks in standard 
protest notices. 

We have just received a protest notice 
that bears the name of the maker of the 
check but does not list prior endorsers. 
Therefore, we are at a loss to check with- 
drawals on our customer, the endorser of 





FAIR LAWN, N, }, 


Dear Sir 
You will please TAKE NOTICE ther on. 





Succi te for $. dated. 





signed by. : payable 





Fair Lawe-Ralburn Trost Company, Fair Lawn, N. | and enJorsed by you, aad due 
this day, s PROTESTED for non-payment and that the holders look to you for the payment thereof; 


payment of same having been demanded and refused. 


NAME ‘ "DIRECTED TO 
pee enemneneen ere enema 








NOTICE OF PROTEST 














Respectfully yours 


Notary Public 








io Sad aa as a 





the check. On the other hand, our protest 
notice lists the names of all endorsers as 
well as the maker, thereby each endorser 
has before him the list of all prior endorse- 
ments to show to whom he may look for 
payment. 
Davin E. Grauam, Assistant Secretary, 
Fair Lawn—Radburn Trust Company, 
Fair Lawn, New Jersey 
¢ °¢ + 


United Nations Posters 


Strs: An exhibit of United Nations 
war posters that we displayed in our lobby 
during the Fifth War Loan drive attracted 
an unusual amount of attention. It in- 
cluded posters from World Wars I and II, 
the Canadian Fifth Victory Loan, and of 
other allied nations. 

The posters were hung on the wall above 
the check counters. One advantage of this 
was that they did not take up space in our 
lobby which is usually crowded during 
War Loan drives. At the same time it was 
impossible to enter our lobby from any 
direction without being reminded that a 
War Loan drive was on. In addition to 
the poster exhibits, appropriate lobby 


decorations were used, particularly in our 
Government securities department. 
W. M. SHerritt, Advertising Manager, 
First National Bank in St. Louis, 
St. Louis, Missouri 
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In War, As In Peace 


Neither war nor peace changes the 
basic reasons why hundreds of 
American banks continue to use 
Central Hanover as their New York 
correspondent — constructive advice 
on investment portfolios, personal 
attention tospecial needs, routine busi- 


ness handled with care and dispatch. 
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In the TREND of BANKING 





Convention Time Again 


To bankers, falling leaves are a signal 
that it is time to start convention packing. 
This autumn, practically all banking groups 
are holding annual meetings. 

As this issue goes to press, many dele- 
gates are already on the trains heading to 
the American Bankers Association’s War 
Service Meeting in Chicago. The big 
meeting there runs from September 24 to 
27. Opening a day earlier, the annual 
meeting of the Association of Bank Women 
will also be held in Chicago, September 
23 to 24. 

Overlapping the A. B. A., Morris Plan 
bankers are scheduled to meet September 
27-28 at the Westchester-Biltmore Coun- 
try Club, Westchester, New York. The 
13rd annual meeting of the National Asso- 
ciation of Supervisors of State Banks will 
be held in Milwaukee, September 28-29. 
Then, after a lull, The Mortgage Bankers 
Association leads off on October 18-20, 
followed by the Robert Morris Associates, 
October 22-24, and the Financial Adver- 
tisers Association, October 25-28. These 
meetings, along with the Investment 
Bankers Association Convention, Novem- 
ber 27-29, will all be held at the Edge- 
water Beach Hotel, Chicago. 


* * e 


Auditors, Comptrollers 


At Cleveland, Ohio, The National Associ- 
ation of Bank Auditors and Comptrollers 
completed a three-day annual meeting and 
post-war planning conference September 
20, with a near record attendance. 

Total registration was 700; out-of-town 
registration hit an all-time high of 522, 
At an all-time high also is the number of 
banks that are members of the association. 
Membership has increased substantially in 
the past five years, from 1291 on August 
31, 1940, to 1,766 on August 31, 1944. 

The meeting was a full-fledged affair. 
It' was notable for its prominent speakers 
on national affairs, its down-to-earth talks 
and panels on current banking problems, 
and its educational displays. Subjects 
covered included personnel in the post-war 
era, contract termination, partially exempt 
vs. taxables for tax purposes, service 
charges, common trust accounting, audit- 
ing, interest rates on deposits, simplified 
procedures, reserve accounting, and public 
relations. 

Hugh E. Powers, cashier, Lincoln Bank 
& Trust Company, Louisville, presided at 
the conference. He was elected national 
president at last year’s limited meeting in 
Detroit. 

New research program. A feature of 
the conference was the announcement of 
plans for a research program to undertake 
studies of such subjects as training methods 
for bank employees, mechanical operating 
methods, bank costs, bank forms, econ- 
omies and short-cuts, bank statistics and 
small bank auditing. The new program 
will include facilities for an information 
and bulletin service for members. 























Left to right: Messrs. Mills B. Lane, Jr., Paul D. Williams, Hugh E. Powers, 
Darrell R. Cochard, John C. Shea, Arthur R. Burbett, Ben N. Jenkins 


New officers, National Association of Bank Auditors and Comptrollers 


In charge of the program is a standing 
Research Committee of which Ottmar A. 
Waldow, comptroller, National Bank of 
Detroit, is chairman. The program itself 
will be carried out by both the committee 
and a secretary to the research committee 
who will be a member of the association’s 
headquarters staff at Cleveland. 

Officers for the coming year, elected and 
inducted into office at the closing session, 
are: president, John C. Shea, assistant 
vice-president, Whitney National Bank, 
New Orleans; first vice-president, Ben N. 
Jenkins, assistant vice-president, First 
National Bank & Trust Company, Okla- 
homa City; second vice-president, Arthur 
R. Burbett, comptroller, First National 
Bank, Baltimore; secretary, Mills B. Lane, 
Jr., first vice-president, Citizens & Southern 
National Bank, Atlanta; and, treasurer, 
Paul D. Williams, comptroller, The Corn 
Exchange National Bank, Philadelphia. 

In an action by the association’s execu- 
tive committee, Darrell R. Cochard was 
named to the new office of assistant secre- 
tary of the association. This is in addition 
to the office of managing editor of the 
National Auditgram, which he now holds, 
and in which he will continue. E. H. 
Bailey, Jr., vice-president and comptroller, 
Morris Plan Bank, Cleveland, continues as 
associate editor. 


S e ° 


Convention Topics 


Problems of transition and post-war 
financing will be major topics of discussion 
at the fall conference of Robert Morris 
Associates in Chicago, as bank credit men 
attempt to chart a path ahead. 

The discussion on transition financing 
will be lead by the Chicago chapter, termi- 





nation and its financing will be covered by 
the Philadelphia chapter, the liquidation 
of V, VT and T loans is the topic assigned 
to the Detroit chapter, and aspects of post- 
war financing will be analyzed by the New 
York chapter. 

A forecast of “Government Post-War 
Fiscal Policies and Problems’ will be 
made by the guest speaker, Professor 
Charles W. Williams, head of the Depart- 
ment of Economics, University of Louis- 
ville. 

¢ 


The post-war role of banking in the 
national economy, more effective methods 
of selling bank’s facilities to the public, and 
the .services which banks can render to 
returning veterans under the G. I. Bill will 
be among the principal subjects reviewed 
at the F. A. A. convention. The full pro- 
gram, built around the theme “What’s 
Ahead,” will include classroom and general 
sessions, luncheon talks, clinic and depart- 
mental meetings. 


e Sd « 


Venture in Risk Credit 


In view of the current discussions of 
post-war risk credit, the ten-year experi- 
ence of the Federal Reserve Bank of New 
York in making marginal industrial loans, 
as recounted in its Monthly review of 
July 1, is of timely interest. 

Since 1934 Federal Reserve banks have 
been authorized to make working capital 
loans up to five years maturity, or to enter 
into commitments to purchase or discount 
such loans made by other financial institu- 
tions. 

Out of 5,000 inquiries for loans, only 
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1,380 formal applications were filed and 
538 loans were approved. Credits actu- 
ally drawn upon numbered 376, involving 
285 individual borrowers and close to 
$32,000,000. Much of this consisted of 
commitments to participate, so the total 
Federal Reserve funds advanced was only 
$12,000,000. 

Gross earnings from the industrial ad- 
vances and commitments of the Federal 
Reserve Bank of New York for ten years 
came to about $1,816,000 compared with 
expenses of $867,000, leaving $949,000 
available for absorption of losses. Net 
realized losses to date have amounted to 
$646,000 and it is now estimated that 
further losses will amount to about $332,- 
000. Thus it now appears that expenses 
and losses on loans made to date will 
exceed earnings by a small margin, despite 
highly favorable industrial conditions in- 
duced by the war. 


° ° ° 


A Spending, Saving 
Campaign 


A “planned spending and saving’’ pro- 
gram with which banks will be asked to 
co-operate will soon be announced by The 
Office of Economic Stabilization. 

The purpose of the program will be to 
overcome the lack of understanding by 
“the masses of people’ on how to plan 
spending and saving. Since 1943 a na- 
tional anti-inflation advertising campaign 
has been directed at this objective. This 
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campaign has been the development of the 
War Advertising Council and it has been 
supported by national periodicals. Vast 
as this has been, however, it has now been 
decided by OES that it needs to be supple- 
mented by grassroots local advertising. 

Book of advertisements. The War 
Advertising Council is now engaged in 
preparing an advertising campaign which 
will be sent to every commercial and sav- 
ings bank in the United States. The cam- 
paign book, which will contain twenty-four 
advertisements prepared especially for 
banks, will be sent out by OES, together 
with a letter from Director Fred M. Vinson 
on the common objective of banks, as 
logical leaders of financial thought, the 
OES and the Treasury Department. The 
advertisements are suitable for use by 
individual banks, -clearing house associ- 
ations, or other groups. A sample adver- 
tisement is shown below. 

Edwin Bird Wilson, Inc., financial 
advertising agency, New York City, is the 
member of the War Advertising Council 
responsible for the preparation of the bank 
advertisements. 


° e e 


Credit for Surplus Goods 


Member banks of the Chattanooga 
Clearing House Association have an- 
nounced that they are ready to extend from 
$40,000,000 to $50,000,000 in ready credit 
for the purchase of Government-owned 
surplus goods at the end of the war. 

In and around Chattanooga there are 


many warehouses containing a vast assort- 
ment of products, equipment and supplies, 
and it is anticipated that these will be dis- 
posed of at the war’s end, probably at auc- 
tion to the highest bidders. 

The Chattanooga banks apparently be- 
lieve that many opportunities will exist for 
their customers to make advantageous 
purchases, and have shown alertness in 
making known their willingness to finance 
such moves. 

SO ¢ . 


Wage Raises in Smaller 
Banks 


A helpful summary of the rules governing 
salary and wage increases has been com- 
piled by the committee on bank manage- 
ment of the Missouri Bankers Association. 
Inasmuch as the larger bankers usually 
have ample facilities for obtaining this 
information, the report confines itself 
largely to the possibilities open to the 
smaller banks. 

Of foremost interest is the section cover- 
ing the two standard plans under War 
Labor Board jurisdiction by which wage 
increases for employees can be given with- 
out filing applications for approval of 
individual adjustments. The requirements 
under both plans are set forth clearly and 
concisely. 

Also outlined is the procedure for grant- 
ing salary increases to executives and 
administrative employees under the juris- 
diction of the Treasury Department. No 
job classification plan applicable to small 


Banks are being asked to support the national anti-inflation campaign with local advertising 
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bank has been developed by the Treasury, 
and the. report cites information which 
should be included in requesting approval 
for individual increases. 

While the seven-page report has been 
kept as simple and short as possible, it 
contains a great deal of authentic informa- 
tion obtained directly in Washington on 
the considerations which govern approval 
of wage adjustments. 



















You'll be proud te own a Seattle-First Notional bank book —that bs to 
say, « bank account. It is not only 2 couvenience and a protection for 
your money —it is an invitation to use the many special services and 
facilities of the bank listed above. 


You'll Be Surprised How Many Ways 
Your Bank Can Help You 
Established credit at this baok is a personal and business asset. Wis a 


safeguard against emergencies. Our State-wide Service —34 strategie 
ally located banking offices — offers many conveniences for intercity 


transactions. 
Ask @t Any of Our Offices shout Services 
thet may be Helpful te YOU, 


Fan Your Consewtamce — 11 Raninng Ofte 












SETTLE - 
FIRST NATIONAL 
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New way fo list services 


The Book of the Year 


All current advertising of the Seattle- 
First National Bank contains a sketch of 
an open book, the left-hand page of which 
lists the types of loans handled, and at 
the right the facilities available. This is 
headed, ““Your Bank Book—The Book of 
the Year.” 

The opening advertisement in.the “Your 
Bank Book” campaign reproduces a large 
sketch of the book, and the same cut in 
reduced size appears in all subsequent ads 
in the current schedule, being part of the 
signature. Thus, the bank has been able 
to link all of its ads thematically, yet at 
the same time leave each layout free to do a 
specialized selling job. The idea was 
developed primarily as a device to permit 
the listing of the various types of bank 
loans and services on outdoor boards with- 
out undue cluttering, but it has proved 
readily adaptable to newspaper, car card 
and other advertising as well. 

Supplementing this, the bank has pre- 
pared a 16-page informational booklet 
captioned, “Your ‘Book of the Year.’”’ 
The flyleaf reproduces the open book with 
its listing of loans and facilities available, 
and the booklet describes these in some 
detail, by departments. 


° ° o 


Ideas on Branch Operation 


Some interesting features of the: bank’s 
branch operations were described by Frank 
Wrightson, president of the fast-growing 


Provident Savings Bank, Baltimore, at a 
recent bank management conference held 
at Wellesley College, Boston. 

At the present time this mutual savings 
bank has twelve branches and a central 
office, handling nearly 136,000 accounts 
representing deposits of about $47,000,000. 

The bank has some definite ideas on the 
selection of locations. . Its main office is in 
the retail. shopping district, not the finan- 
cial district. Thus it is conveniently 
located for women when they come down- 
town to shop; this is held to be important 
for it is the bank’s experience that 80 per 
cent of the savings bank business is done 
by women.’ All of the other offices are in 
the outlying, thickly populated sections, 
most of which have their own small com- 
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mercial centers. ‘‘We endeavor to pick 
those sections where people are of moderate 
circumstances rather than where the resi- 
dents are people of substantial means,” 
Mr. Wrightson explained. “In all cases 
we try to locate at or near heavy traffic 
exchange intersections and in communities 
that seem to give the best promise of 
further new home construction. We do 
not believe it is advisable to locate branches 
in the purely industrial sections. Most of 
the people employed in plants are unable 
to attend to banking business on their 
lunch hour, and after work, banking hours 
are over. The best way to reach these 
people is through the general neighbor- 
hoods in which they live.” 


Customer convenience. A deposit can 

















70 PINE STREET 





THE VALUE OF Expertence 
IN MOVING LARGE BLOCKS 
OF SECURITIES 


ede successful disposal of blocks of se- 
curities usually requires extensive facili- 
ties plus the valuable quality of experience. 


We have been closely associated with sec- 
ondary distributions for many years and with 
special offerings since their inception. This 
provides us with that invaluable sense of tim- 
ing and “know how” that are of definite 
advantage in disposing of blocks of securities 
of all types and sizes. 


Whether you have occasion now to seek 
such services for institutions, estates or large 
private investors, or expect to require them in 
the future, one of our executives specializing 
in such distributions would be glad to under- 
take to assist you. Related consultations are, 
of course, strictly confidential. 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


Offices in 85 Cittes 


NEW YORK 5, N. Y. 
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be made at any office regardless of where 
the customer’s account is located, and with- 
drawals can be made at the main office as 
well as the branch where the account is 
maintained. This is made possible by 
having duplicate signature cards. of all 
branch accounts at the head office and by 
having all ledgers handled by a central 
bookkeeping department. The system is 
controlled in such a way that it is feasible 
for the tellers in all branches to operate 
simply from the customer’s pass book, 
verifying balances with the bookkeeping 
department only on withdrawals of $200 
or more. 

Each branch provides the same full 
range of banking services that is available 
at the main office. In addition, all the 
offices are collecting agents for gas and 
electric, telephone and tax bills. The 
salaries of branch managers are largely 
based on the amount of income-producing 
business they obtain. 

Branches not expensive. Primarily, 
Mr. Wrightson emphasized in his discus- 
sion that branch operation does not have 
to be expensive. The Provident offices do 
not have to be large, since they do not 
have bookkeeping functions and require a 
relatively small working space in addition 
to lobby and counter space. The average 
investment per office is $28,000. With 
small buildings, maintenance cost is low, 
the expense of full-time janitors being 
eliminated. Personnel expense at the 
branches is reduced by handling much of 
the detail work such as bookkeeping at the 
main office, and by handling any transac- 
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Folders stress wider usage of boxes, to promote permanent holding 


tion at any window, including loan pay- 
ments, Christmas Club payments, gas and 
electric bills, etc. This helps to distribute 
the work equally among all tellers. The 
result is a surprisingly small staff at each 
office, ranging from two to four people 
including the manager, although deposits 
per branch run as high as $8,000,000. 
Mr. Wrightson believes that branches 
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are a necessity if a mutual savings bank 
desires to grow substantially. Thus, 
Provident Savings Bank had an average 
gain of 8 per cent each year from 1933 to 
1942, whereas there was little change in 
the deposits of mutual savings banks 
generally, and in 1943 the Baltimore. 
institution had nearly a 30 per cent gain 
against a national average of 10 per cent. 


7 ¢ Sd 


Timely Safe Deposit Folders 


As a service to banks, The Mosler Safe 
Co., Hamilton, Ohio, is offering at a very 
reasonable price a series of three folders 
designed to promote wider use of safe 
deposit boxes, as a means of insuring 
against widespread surrendering of boxes 
in the post-war era when war bonds are 
redeemed. 

The folders stress the advisability of 
utilizing safe deposit facilities for all items 
of value, and list a number of suggested 
items that should be protected. There is 
space on the back for the bank’s imprint 
or full-page message. 


° 7 ¢ 


Locating Mortgage Prospects 


F. W. Dodge Corporation is co-operating 
with home financing institutions in the 
operation of a plan designed to locate new 
mortgage prospects who intend to build 
their own homes in the early post-war 
months. 

In test applications of the plan, 78 
selected lending institutions in various 
states distributed 83,736 inquiries among 
their depositors, eliciting the response 
from 5,529 families that they had positive 
intentions of building homes ranging in 
cost from $4,000 upward, exclusive of land. 

The Equitable Trust Company of Balti- 
more, one of the first institutions to test 
the Dodge mortgage prospect plan, . re- 
ceived 216 replies indicating a total of 
$1,885,000 to be spent for home purchases 
and modernization. 

As a part of the plan, the lending insti- 
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TO BANKS 


WITHOUT A FOREIGN DEPARTMENT 


Seeking Drofitable, 
| Yimely ZB. UStHOSS 


LETTERS OF CREDIT—both domestic and foreign—are 
increasingly used as a financing method by business 
today—whether as buyer or seller. There are definite, 
practical reasons for this trend—time saved, flexibility 
permitting quick decisions in concluding a deal, and 
reduced time involved in credit investigation. 

You do not need a foreign department to participate 
in this trend. You provide the judgement of credit and 
knowledge of the character and standing of the borrower; 
we provide the mechanics of issuing the Letter of Credit. 
Your customer benefits, and both your institution and 
ours are adequately compensated. 

Write us about Letters of Credit and we will explain 


how we can “get together’’ on handling such transactions. 


THE PHILADELPHIA 
NATIONAL BANK 


PHILADELPHIA 1, PA. * ORGANIZED 1803 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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tutions send a guide to home building to 
those prospects who have established their 
intention and ability to build as soon as the 
release of critical materials permits. The 
guide contains no advertising or promo- 
tional material. It is designed to help the 
prospective new home builder to define his 
wants and needs through check lists and 








SERVICE 
Maintaining an intimate, 


personalized correspondent 
bank service. 


EXPERIENCE 


Officials with years of serv- 
ice in this field, assuring a 
knowledge of requirements 
and valuable assistance. 





POLICY 


To cooperate with out-of- 
town banks rather than 


compete for business which work sheets. Important items are listed friendly chat includes Vance J. Alexander, 
is rightfully theirs. ; 


which, if overlooked, might prove very president of Union Planters, John A. 
costly to correct once construction is McCall, cashier, First National Bank, 


Friends drop in at Union Planters’ 75th anniversary party 





underway. Lexington, Tennessee, N. Blythe Gentry, 

o 7 * vice-president, Union Planters, and E. P. 

Peacock, president, Bank of Clarksdale, 

. . Mississippi, who was formerly president of 

PUB LIC Notable Diamond Jubilee the Union Planters bank. The decorative 

About 12,000 customers and friends of background consists of three young ladies 

NATION L the Union Planters National Bank and Who stopped by to admire the flowers. 

A Trust Company, Memphis, were guests at Long one of the foremost banks of the 

the bank’s birthday party held September 1 South, Union Planters now has more than 

BAN K in celebration of its 75th anniversary. Each 110,000 accounts and deposits in excess of 
visitor was given a rose as a souvenir. $156,000,000. 


AND TRUST COMPANY In marking the Diamond Jubilee, the eS <2 § 


bank displayed the famous Kimberley 


OF NEW YORK diamond. Other cases in the lobby showed 





early coins and historical records. WHEN will the war end 
ESTABLISHED 1908 More than 200 floral tributes were with Germany? 


received from friends over the country 


MEMBER The flower-bedecked view above shows FREE $100 WAR BOND 


. THE PERSON GUESSING THE NEAREST TO THE 
New York Clearing House Association officers of the bank greeting two out-of- HOUR AND MINUTE WHEN THE ARMISTICE IS OFFICIALLY 
Federal Deposit Insurance Corporation town visitors. In left to right order the ee eT ee err 
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No strings—nothing 
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Never underestimate 
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FIRST NATIONAL BANK 
Capital Funds Over $2,500, 


nag he Conmencion 


YANKEE ingenuity really gets results. We know, . 
because this bank has long applied it in execut- ™ pees 
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MAIL THIS COUPON TODAY 
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institutions throughout the nation. When you 

need banking help in New England, you will 
appreciate this emphasis on results. Your in- 
quiry is invited. 


Name 
Address 


City 

















Prognostications invited 


The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 


Readers May Participate 


co) 

Fos In the event that European hostilities 
Pod have not ceased by the time this appears, 
Os readers of The Burroughs Clearing House 
co 
& 
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are given an opportunity to participate in 
a guessing contest being staged by the 
First National Bank, Palm Beach, with a 
$100 war bond as the prize. 
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WISE 
PRECAUTION 








It is a wise and necessary precaution Paper is an excellent “first 
to plainly label poisonous drugs and choice” for this purpose. It is 
dangerous chemicals with the familiar widely recognized in banking 

“skull and crossbones”. And it is like- and business as the accepted BACK THE ATTACK 
wise the better part of wisdom for standard of safety in check protection. 
bankers and businessmen to use a And it serves a warning criminals can- 
type of paper for their checks which not fail to heed, for La Monte Safety 
guards against the hazard of fraudu- Paper is poison to “check artists” and 
lent alteration. }} )} La Monte Safety counterfeiters. 











For Samples of LaMonte Safety Paper see your Lithographer or Printer—or write us direct. 


GEORGE LA MONTE & SON Sof ; NUTLEY. NEW JERSEY 
We supply many banks and corporations with their own 
A, S 
NT, 











INDIVIDUALLY IDENTIFIED Safety Paper. The issuing organi- 
zation’s Trade-Mark is 1n the paper itself and appears on 
both the front and back of the check. Such INDIVIDUALIZED 
paper adds to the prestige of your checks — saves sorting 
time — prevents errors in banks and clearing houses. 
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Among questionnaire forms developed for small town survey 


The fortunate individual who comes 
closest to surmising the exact date, hour 
and minute when the conflict ends with 
Germany will be awarded the bond. 
Guesses must be received by the bank at 
least five days before an armistice is 
officially declared. 

Local residents are also participating in 
the contest, and Robert E. Conn, vice- 
president of the bank, reports that many 
prognostications have been received. Simple 
rules and a reply form are given in the 
public announcement shown on. page 8. 


+ . > 


Small Town Planning 
Clinic 

Mr. L. D. Banta, president of the First 
National Bank of Harper (Kansas), has 
taken a leading part in organizing one of 
the first small town Post-War Planning 
Clinics in the United States. The move- 
ment was started by Mr. Banta and several 


other Harper business men, all members of 
the Lions Club. The club is sponsoring the 
organization work. 

The first clinic meeting, held in June, 
was attended by bankers and business 
leaders from a wide territory. The ma- 
chinery was set up for making a Harper 
territory survey, and questionnaire forms 
were developed. 

The questionnaires are to be answered 
by service men and women, town property 
owners, farmers, and students graduating 
from high school or business school. 

Future needs gauged. When the sur- 
veys have been completed, they will show 
the amount and kind of building which will 
be done in the territory in early post-war 
years, new equipment of all types which 
will be needed, jobs which will be open and 
the number of men and women and 
qualifications required for. filling them. 
Property owners are signing “improvement 
pledges” showing the exact amount and 
type of improvements to be made when 
restrictions are lifted. 
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NDIES 


Banks with customers interested in the West Indies as a field 
for business or trade expansion will find The Royal Bank of 
Canada a source of reliable information. With branches in 
most of the principal islands, this bank is in a particularly 
favorable position to provide information on conditions and 


opportunities, and to assist in the establishment of desirable 
trade connections. Inquiries are invited. 


NEW YORK AGENCY—68 William Street, New York 


Branches in—Cuba, Haiti, Dominican Republic, Puerto Rico, Anti Bah: > 
Barbad inica, Grenada, Jamaica, Montserrat, St. Kitts =e Trinidad. i 


THE ROYAL BANK OF CANADA 


HEAD OFFICE—MONTREAL 
Over 500 branches in Canada...Assets exceed $1,500,000,000 





It is the hope of the committee sponsor- 
ing the clinic work that early community 
improvements will include increasing rec- 
reational facilities to bring them to a par 
with those offered in the larger metropolitan 
centers, with modern swimming pools, 
parks, club rooms, etc. 

“If we are to hold our youth in the 
smaller communities and on the farm,” 
Mr. Banta said, “‘we must offer them the 
same things they are hunting for when 
they leave us to go to the cities.” 

To aid farmers. Arrangements are now 
being made to purchase from the Govern- 
ment such houses and other buildings as 
are not needed in war centers. It is the 
plan to resell these to farm owners who 
need buildings immediately and who will 
benefit by not waiting until later when 
restrictions can be lifted. 

The whole idea back of the clinic spon- 
sored by Mr. Banta and other local busi- 
ness leaders is simply this: Small com- 
munities should make their own post-war 
plans. Furthermore, after the plans have 
been formulated the local business leaders 
should see that they are put into action. 


4 4 


50 Years in Cleveland 


From a million dollar bank to a billion 
dollar bank is the growth story of The 
Cleveland Trust 
Company over the 
past half century. 
This 17th largest 
bank in the coun- 
try celebrated its 
50th anniversary 
last month. Dur- 
ing the 50 years 
there have been 
six serious periods 
of hard times and 
the nation has 
been engaged in 
three wars, yet the 
expansion of the 
bank’s resources 
has been continuous except for the early 
years of the Thirties. 

Almost from the start the bank began to 
establish branches in order to render com- 
munity service. Also, during its entire 
existence the bank has been accumulating 
trust funds, and these are now exceeded in 
amount by few other institutions in the 
country. Today, with more than 600,000 
deposit accounts, The Cleveland Trust 
Company retains its early characteristic of 
being primarily a community bank and 
trust company. 

George Gund is president of the bank, 


and I. F. Freiberger is chairman of the 
board. 


GEORGE GUND 


* os * 


Coiffure Coincidences 


Editors of “The Chase,” bimonthly em- 
ployees’ publication of the Chase National 
Bank, developed an ingenious feature for 
their July-August issue which portrays in 
photo-story form the arresting similarity 
between coiffures of women celebrities of 
early history and today’s business girls 
on the bank’s staff. 

Including the cover, the magazine pic- 
tures fifteen pairs of ‘‘coiffure coincidences” 
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TODAY'S HAIR-DOL from YESTERDAY'S MONEY } 
See pages 12-15 a | 


Original and prototype 


covering a period from 500 B. C. to 1943. 

Congratulations to ‘““The Chase”’ editors 

for a very interesting and professional job. 
a « + 


Banks Offered Timely 
Exhibit 


Twenty-four reproductions of full color 
paintings of land, sea and air actions, re- 
vealing the Allied war effort, are offered to 
banks without cost for exhibition preceding 
and during the 6th war loan drive. 

This pictorial record of crises on the 
European and Pacific battlefronts is called 
“United Nations at War,” and helps to 
portray the contributions of all the Allied 
countries. 

Thus, in addition to stimulating bond 
sales, the series is designed to spread a 
better understanding of the part played by 
each of the United Nations, and thus to 
strengthen international friendships. 

The display series can be obtained from 
Albert Frank-Guenther Law, 131 Cedar 
Street, New York City. 


* ¢ ¢ 


Keeping the Public Informed 


Going on the theory that most bankers 
are public relations minded but lack the 
time and experience to activate an indi- 
vidual program, a Chicago publishing firm 
is offering a syndicated magazine to do the 
job on a nationwide basis. 

The new booklet is pocket-sized, is 
printed in two colors, and contains a 
composite of informative and human inter- 
est editorial content. Three pages are 
available for individualized bank merchan- 
dising copy. It is published quarterly. 

Optional titles. The publication is 
known by either of two names, ““Your Bank” 
or “Over the President’s Desk.” It isa 


revised version of a customer organ pub- 
lished under the latter title for the Madison- 
Crawford National Bank, Chicago, and a 
group of other institutions for the past 
nine years. 
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Commenting on the current issue in its 
new format, T. H. Golightly, president of 
the Madison-Crawford National, states: 
“T feel that the existence of such a 
medium will be interesting news to many 
bankers, who, like myself, see the benefit 
from keeping the public informed about 
banking matters but can’t do much about 
it personally because of pressure from 
other duties.” 
e: Seo" 


A Challenging Savings 
Report 


Banks are urged by the A. B. A. savings 
division to adopt a more aggressive savings 
banking policy, in a report which calls 


N 


ttention to trends which indicate that 
anks are losing their leadership in promo- 
tion of thrift to other savings systems. 

Thus it is pointed out that from June 30, 
1941, to December 31, 1943, privately 
owned shares in insured savings and loan 
associations increased 46 per cent, postal 
savings deposits increased 38 per cent, and 
savings in banks increased 19 per cent. 

“It is high time,”’ the report states, “that 
every banker consider his personal attitude 
toward savings and to the policies and 
practices of his institution in cultivating 
savings deposits.” 

Suggestions are given to aid bankers in 
developing their savings business and in 
creating effective and profitable plans for 
handling savings in their institutions. 





e The cost is nominal. 


of clients. 








Faclitatin g Domestic Trade 
through 


Commercial Letters of Credit 


Manufacturers Trust Company Commercial Letters of 
Credit offer definite advantages in financing Domestic 
trade. Some of the advantages to buyer and seller are: 


¢ Sellers are assured of prompt payment. 


® Sellers hold our bank’s obligation to pay against 
specified documents, an obligation that cannot be 
cancelled without the seller’s consent. 


e Buyers obtain cash discounts, and usually no outlay 
of funds is required until shipment is effected. 


e Buyers may fix expiration date of Letters of Credit, 
to assure delivery on time of “seasonal” merchandise. 


¢ Credit checking is reduced to a minimum. 


Banks throughout the country are invited to discuss 
with us the issuance of such Letters of Credit in behalf 


MANUFACTURERS Trust CoMPANY 


PRINCIPAL OFFICE: 55 BROAD STREET, NEW YORK 15, N.Y. 


Member [Federal Deposit Insurance Corporation 
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An Even Bigger Job Ahead 


V-E Day marks the beginning of an even bigger job—a two-fold 
job of redoubling national effort to speed V-J Day, and at the 
same time getting ahead with reconversion, upon which peace- 
time jobs depend. Bankers Trust Company offers its facilities 
and experience, in full co-operation with other Banks, to meet 
the needs of Business and Industry. Consultation is invited on 


any loaning problem in which it is felt we can be of help. 


A Bankers Trust Company Service 


BANKERS TRUST COMPANY 


NEW YORK 


Member of the Federal Deposit Insurance Corporation 
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An interesting study of Mr. Burgess conversing with Secretary of the Treasury Henry Morgenthau, Jr. 


HIS KEYNOTE: PUBLIC SERVICE 





W. Ranpotpeu BurcGEss 


The incoming A. B. A. president’s broad understanding of economics 
and monetary affairs should be valuable during the period ahead 


WV ’. RANDOLPH BURGESS 
was a public servant with the 
Federal Reserve Bank of New 
York for eighteen years. Before 
that, in World War I, he spent two 
and one-half years in public service 
with the War Industries Board and the 
General Staff of the Army. 

He considers himself a public servant 
today and it is in that spirit that he 
approaches the presidency of the 
American Bankers Association. That 
will be the keynote of his administra- 
tion. He will tell you today that he 
feels it the part of wisdom for the 
banks to make their operations click 
with public service. If they do that 


By 
HENRY J. BOONE 


Editor, THE BURROUGHS CLEARING HOUSE 


successfully their continued progress 
is assured; if they do not, there is 
trouble ahead. The A. B. A., he says, 
has a secret weapon in dealing with 
Congress, and that is to ask for nothing 
that is not in the public interest. 
Many bankers throughout the coun- 
try are already familiar with ““Randy” 
Burgess’ ideas on banking subjects. 
He has been a particularly active 


A. B. A. vice-president. In the past 
year, following the lead of outgoing 
President Lee Wiggins, he has visited 
a dozen states, conferred with scores 
of state association officers and mem- 
bers, and addressed their conventions. 
He has been a working vice-president, 
which is substantial evidence that he 
will continue a working, and an avail- 
able, president. 

There is an element of timeliness in 
the leadership that Mr. Burgess brings 
to the A. B. A. His training, his gift 
for economics, and his broad under- 
standing of monetary affairs stand the 
association in good stead at a time 
when the country is emerging from 
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Business home of Mr. Burgess 


Shown here is the main banking room at the 
head office of The National City Bank of 
New York, 55 Wall Street. The room is 
72 feet high and covers an entire city block. 
It is known as ‘*The City Block that Covers 
the World,”’ since the banking service 
handled here reaches every corner of the 
globe. Thus on the mezzanine balcony at 
the right is located the correspondent bank 
section, which covers the United States by 
districts. Beyond the railing at the far end, 
on the ground floor, are the officers who 
handle local business in this office and 
65 branches in New York City. Directly 
opposite, so that they cannot be seen in the 
picture, are the executives comprising the 
Overseas Division; these men supervise the 
work of National City’s many overseas 
branches and affiliates, and deal with corre- 
spondent banks and clients located in all 
parts of the world 


world-wide conflict, and when inter- 
national monetary and banking prob- 
lems are already coming to rest on 
American banking’s doorstep. 

He was born at Newport, Rhode 
Island, May 7, 1889, of New England 
ancestry, and was christened Warren 
Randolph. Both his parents were 
teachers, and his father was also the 
author of many books. From the time 
he was three to eighteen the family 
lived at Morgan Park, Illinois, a 
suburb of Chicago, and there he 
attended the public schools and Mor- 
gan Park Academy. He was graduated 
from Brown University in 1912° with 
A.B. and A.M. degrees. He undertook 
postgraduate study at McGill Uni- 
versity and Columbia and was given his 
Ph.D. degree in 1920. Later, in 1937, 
he was awarded an honorary LL.D. 
degree by Brown University. (Despite 
the degrees of doctor, however, he 
prefers the plainer Mr.) 

During the first World War, he 
served with the War Industries Board 
and later in the War Department, 
becoming chief of the Statistics Branch 
of the General Staff with the rank of 
major. He also served with the mis- 
sion in 1917 to England and France 
led by the mysterious Colonel House. 
Later, in 1919 and 1920, he was stat- 
istician with the Russell Sage Founda- 
tion. 

From December, 1920, to Septem- 
ber, 1938, he was associated with the 
Federal Reserve Bank of New York, 
first as statistician and editor of the 
Monthly Review of Business and 
Credit Conditions, and successively as 
manager of the Reports Department, 
Assistant Federal Reserve Agent, and 
Deputy Governor. From 1930 to 
1938, he was in charge of open market 
operations in government securities 
which the New York Reserve Bank 
carries out in behalf of both the 
Reserve System and the Treasury. 
He was thus executive officer of the 
Reserve System Open Market Com- 
mittee. During this period he pub- 
lished two books: The Reserve Banks 
and the Money Market, in 1927, and In- 
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terpretation of Federal Reserve Policy 
in the Speeches and Writings of 
Benjamin Strong, in 1930. 

In 1938, he was invited to become 
associated with the National City 
Bank of New York by the late James 
H. Perkins, former chairman. He was 
elected vice-chairman of the board 
and has continued since as one of the 
bank’s top command, serving today 
with Chairman Gordon §S. Rentschler 
and President William Gage Brady, 
Jr. He is also director of the City 
Bank Farmers Trust Company and 
The Mutual Life Insurance Company, 
a trustee of the Royal Liverpool Group 
of Insurance Companies, a “‘fellow” of 
his own college, Brown University, and 
trustee of The Carnegie Corporation. 


[N 1917, he was married to May 

Ayres, sister of Leonard P. Ayres of 
The Cleveland Trust Company. Mrs. 
Burgess is herself a writer and a 
statistician. Mr. and Mrs. Burgess 
have two sons, Second Lieutenant 
Leonard R. Burgess, U. 8. Army, and 
Ensign Julian A. Burgess, U. S. Navy, 
both now in foreign service. 

Mr. Burgess was president of New 
York State Bankers Association, 1940- 
1941; New York State Chairman, War 
Finance Committee, for the Third 
and Fourth War Loan Drives; and in 
the affairs of the American Bankers 
Association, is a member of the Execu- 
tive Council, chairman of The Eco- 
nomic Policy Commission, vice-chair- 


man of the Research Council, and a 


member of the Special Committee on 
Treasury War Borrowing. 
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4 
He is particularly proud of the fact 
that since 1937 he has been a teacher 
at the Graduate School of Banking. 
For the first three years, he was at 
the school for the full two weeks of 


the resident sessions. Since then he 
has delivered two lectures each year. 
He considers the school one of the 
finest achievements of the A. B. A. 
and says it is the best example of adult 
education that he knows of anywhere. 
The school makes the job of the 
A. B. A. much easier because graduates 










Typical views of Mr. Burgess, pubiierv 










































































































































all over the country have a common 
concept and knowledge of banking 
problems and ideals. 

From his visits with many bankers 
in the many states he visited as vice- 
president of the association, Mr. 
Burgess had an opportunity to gain a 
number of impressions. He was also 
asked to discuss a number of things of 
close interest to banking: mounting 
deposits, inflation, the government 
debt, the International Stabilization 
Fund, the World Bank, as well as such 
matters of direct concern to banks as 
government competition with bank 
credit. 

Of his impressions, he has this to 
say: The banks are better organized 
today than ever before. They are 
more conscious of the need for working 
together. The average banker is able, 
conservative and constructive, a com- 
munity leader and a patriotic citizen. 

The co-operative effort of the banks 
is evidenced by their full and complete 
participation in the war effort. They 
have done well their job of servicing 
the flow of money to the huge American 
business and industrial organism, in 
spite of shortages and the rapid turn- 
over of personnel, he says. They have 
provided the core for the Treasury’s 
great bond selling organization. Eighty 
per cent of bond sales have gone 
through the banks, and bankers them- 
selves are responsible for a good pro- 
portion of those sales. 

In his discussions on expanded de- 
posits he stated that some banks have 
been reluctant to become fully invested 
because of the feeling that the expan- 
sion was in the nature of fluff that 
would blow away. He pointed out 
that the expansion was due to in- 

creased bank holdings of government 


ervant, taken when he was heading the Third and Fourth War Loan Drives in New York State 
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securities and that these deposits 
would normally be liquidated only as 
these securities are redeemed by the 
government or are sold to other inves- 
tors. Where banks expect a shift of 
deposits in the post-war era, he 
suggested that this should determine 
the character of securities purchased. 

On the matter of inflation, Mr. 
Burgess says the best explanation of 
the situation as it exists today is found 
on the human side of inflation eco- 
nomics. The problem has two aspects, 
the mechanical, and the human. The 
interesting and curious thing, he says 
is that today so many people are saving 
money instead of spending it. Good 
estimates place the people’s savings at 
an annual rate not far from $40 billion. 
This is the basic reason prices have 
risen no faster. 


E adds that the effect of bond 

sales is supplemented and reinforced 
by other forms of savings including life 
insurance, savings deposits, repayment 
of debt, etc. Many banks have under- 
taken campaigns to encourage savings. 
He feels that many more could well 
do so. 

Today Mr. Burgess believes the 
heart of the post-war problem. is to 
avoid a spending spree. It was over- 
spending and not oversaving, he says, 
that preceded the depressions of both 
1921 and 1931-1939. The basic forces 
of inflation are with us in large meas- 
ure. Before the war’s end the deferred 
demand will be far larger: for auto- 
mobiles, for houses, for radios, for 
refrigerators, and a thousand other 
things. We face a double problem. 
First to speed the reconversion and 
release the blockade of regulations and 
penalties on enterprise so that produc- 
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tion of goods may be encouraged and 
the returning men and women put to 
work. Second to avoid a spending 
spree. 

What about the mounting govern- 
ment debt? The first question about 
it, he says, is whether we have the 
common sense and determination to 
halt the deficits after the war. The 
second question is whether there will 
be some form of repudiation. Govern- 
ments seldom default, he says though 
they do increase the amount of money 
and pay their debts with this extra 
money. That is what we need to fear 
rather than repudiation. Third is the 
question of carrying the debt. Interest 
may be something like $6 billion a year, 
but that is not an impossible sum. 
The greatest difficulty of all is to keep 
bank credit expansion from becoming 
inflation, an insidious enemy which 
comes when we least expect it. 

In September of last year, Mr. 
Burgess, as chairman of The Economic 
Policy Commission, issued: a report 
entitled “Place of the United States in 
the Post-War Economy.” He was 
largely responsible for this personally 
and it is an expression of his views. 
This report has received wide recogni- 
tion for its presentation of objectives 
for the United States in international 
affairs. ‘““The key to post-war eco- 
nomic revival,” says Mr. Burgess in 
this report, “is the elimination of 
obstacles to the initiative and enter- 
prise through which alone the better 
life people everywhere desire can be 
achieved.” It is a plea for the accept- 
ance of a practical approach to world- 
wide co-operation in the post-war era. 
It calls for co-ordinated relief, a prompt 
peace, collective security, monetary 

See W. RANDOLPH BURGESS—Page 41 






























16 


THE BURROUGHS CLEARING HOUSE—October, 1944 





Some Innovations 
in Bank Povicy 


published in The Burroughs Clear- 

ing House for September, cited 
the advantages of holding a meeting of 
executive officers every morning. 

We are now planning to carry this 
exchange of ideas a step farther by set- 
ting up an operating committee among 
our senior men who are not executive 
officers. This group would include 
heads of departments, and perhaps two 
or three junior operating officers. 
Some of the upper officers who are 
engaged in administrative work tend 
to get away from actual conditions on 
the firing line. This other group, 
through the medium of regular meet- 
ings, can undoubtedly work out many 
operating problems as they arise. 

From past experience we know that 
many excellent ideas can be obtained 
from these operating men. A revealing 
example of this occurred when we built 
our La Mesa branch, which opened 
April 18, 1942. 

Usually when a bank building is 


do first installment of this article, 
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By 


GEORGE H. SCHMIDT 


Executive Vice-president, The First National Trust and Savings Bank 
of San Diego, San Diego, California 


This second of two articles describes how the bank 
plans to utilize the ideas of its junior operating 


Also, how it is meeting the needs of smaller 


investors through its successful common trust fund 


planned the architect is called in and 
told to prepare plans for a structure of 
a certain size to fit the property loca- 
tion. The architect draws the plans 
and the president and board of direc- 
tors approve them. 

We decided that plans for the La 
Mesa branch building would follow a 
different procedure. We called in the 
junior operating officers and told them: 
“We want you to plan the entire 
interior of the bank. Plan it so that 
the facilities will best serve the cus- 
tomers, and all equipment will meet 


the needs of the staff who will work 
there. There are only three things 
that we insist on: good lighting, 
adequate ventilation, and quiet. After 
you have perfected your plans, we’ll 
call the architect and tell him how we 
want the building erected around your 
plans.” 

The result has been that at La Mesa 
we have obtained close to the ideal 
branch office. The building is simple, 
yet highly modern in design and ex- 
tremely practical. The operating men, 
in planning the interior, gave much 


Trust department earnings have shown a substantial increase 


At left: A booklet describing the bank’s common trust fund 

Below, left to right: E.H. Peirce, assistant cashier; Anne K. Wyman; Maurice 

James, vice-president and trust officer; B. W. Jeffery, assistant cashier and 
assistant trust officer; R. W. Adams, trust comptroller 
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thought and study to the size of the 
cages, spacing of the teller windows, 
placing of cash drawers and files, and 
the like. The work space back of the 
cages was exactly spaced for maximum 
utility. Artificial lighting is used 
exclusively, which gives us perfect light 
with no shadows. The room is air 
conditioned and both ceiling and walls 
are treated with sound proofing mate- 
rial. No one particular feature but 
hundreds of details have made the 
branch a highly practical place to 
work. Our branch building at La 
Jolla, which was erected some years 
ago and is considered one of the most 
beautiful bank structures of its class 
in the country, cost twice as much as 
the La Mesa office and is probably 
only 50 per cent as efficient. 
experience has demonstrated to us how 
advantageous it is to have the ideas 
of the junior operating officers, not 
only in planning new quarters but in 
other matters as well. 


[NCIDENTALLY, we also followed a 

different procedure in selecting a loca- 
tion for our branch in La Mesa, which 
is a rapidly growing community. We 
decided to locate on a side street in- 
stead of on the one long main business 
street, although some people said it 
was business suicide to do so. On this 
cross street. we were able to purchase 
a large plot of ground, giving us con- 
siderably more room for our branch 
facilities than would have been avail- 
able in any main street location. A big 
food market was built on the other end 
of the property, and both of us make 
joint use of the area between which 
serves as a parking lot for customers. 
We have found that people will go to 
an institution if it has the services, 
personnel and facilities to attract them. 

In addition, we make it a special 
point to keep in touch with our cus- 
tomers, as a part of our public relations 
program under the direction of Vice- 
president M. C. Pfefferkorn.: It is our 
policy to call on our business accounts 
at least once a year. On certain of 
these accounts, the calls are sometimes 
made in the evening. Such visits are 
arranged at a suitable time when the 
call does not represent an intrusion, 
are kept very brief, and are apparently 
very much appreciated by our cus- 
tomers. 

We also call on our larger accounts 
in such centers as New York, Chicago, 
Los Angeles and San Francisco on a 
regular schedule at least once a year. 
We try to be as helpful as possible to 
these accounts in acquainting them 
with changing conditions in San Diego. 

We make use of another source of 
customer contact, the monthly state- 
ments, to get across various sales 
messages. For example, we may over- 
print on the statements the question, 
““Are You Making Full Use of our 
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La Jolla branch, noted for its architectural beauty 


Below: La Mesa branch, half as expensive, twice as efficient 


Junior operating officers planned the interior of the La Mesa office 


Services?”’ and the facilities available 
are then listed in detail. We are also 
using messages on our statements to 
encourage the sale of war bonds. 

One of our main problems during the 
war has been that of personnel, as has 
been the case in practically all other 
congested war production centers. A 
partial solution has been the employ- 
ment of service men’s wives. Where 
they have not had any banking experi- 
ence, they have been given special 
training in bank work by A. P. Provost, 
assistant cashier and personnel officer. 
Mr. Provost is a man of good humor 
and understanding, and this aided 
materially in training these newcomers 
to fill bank vacancies as they arose. 

Perhaps one of the activities of the 
bank that will be of greatest interest 
to other financial institutions is that 
of our trust department, which has 
been very progressive and successful. 

About sixteen years ago a committee 
was organized within the bank to check 
what other institutions were doing in 


the trust investment field. This com- 
mittee consisted of men who were then 
junior officers and was drawn from all 
departments of the bank. It included 
Claude Morrison, now cashier and then 
controller; two loan men; an assistant 
trust officer; and others. The commit- 
tee studied investments from two 
points of view, i. e., the balance in a 
particular trust and an analysis of the 
securities themselves. Without any 
expert knowledge in the beginning, 
this committee met for years and did 
considerable pioneering that contrib- 
uted to the success of our trust 
department. 

During the past year the earnings 
of the trust department showed a sub- 
stantial increase, and there was a net 
gain of more than $1,000,000 in living 
trusts and supervisory agency ac- 
counts. The increase in new business 
is almost wholly due to the fine record 
of:the department in its supervision of 


. the investments comprising the trusts. 


See INNOVATIONS—Page 42 
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Post-War Loans to 


SMALL Business 


H can capital and risk credit 


be advanced to help small busi- 

ness resume its normal place in 
our economy after the close of the war? 
We, of Bank of America, have studied 
the problem carefully, and actually 
feel that it will not be necessary to 
change materially from the policies 
our bank has long applied to assist 
this type of customer. 

Our institution was founded in one 
room forty years ago by A. P. Giannini 
for the primary purpose of serving the 
little fellow. Mr. Giannini made the 
small business man welcome, accepted 
his deposits, made him loans and 
served his banking needs. How closely 
this bank’s welfare is identified with 
that of small business is indicated by 
our last annual report which recorded 
2,833,839 deposit accounts of all classes. 

The importance of small business in 
California’s normal economy is shown 
by the latest official figures available, 
the 1940 census. In 1939 there were 
12,329 manufacturing establishments 
in this state, of which 12,278, or more 
than 99 per cent, employed 500 wage 
earners or less and are classified as 
small business. In the wholesale field, 
13,300 of the total of 14,414, or 95.8 
per cent, came within the small busi- 
ness classification. In the retail group, 
108,000 establishments out of a total 
of 112,428, or 96.1 per cent, were 
small business. In the service estab- 
lishments, the entire total of 51,223 
was definitely small business, and of 
these only 812, or 1.6 per cent, had 
receipts exceeding $50,000. The total 
of all businesses in California that 
year was given as 190,394, of which 
185,001, or 97.2 per cent, were termed 
small business. 

Against this, the bank’s loan records 
show the bank has constantly encour- 
aged small business enterprises. Dur- 
ing the same year 1939, a normal “‘pre- 
war” year, Bank of America made 
280,000 loans for industrial and com- 
mercial purposes totaling $475,000,000. 
Of these, 130,000 loans, aggregating 
more than $254,000,000, were made to 
various classifications of small busi- 
ness. More recently, during the single 
month of June, 1944, this bank made 
20,000 loans for industrial and com- 
. mercial purposes totaling $96,000,000, 





By 


' CARL F. WENTE 


Senior Vice-president, Bank of America, N. T. & S. A., 
San Francisco, California 


This bank has had extensive experience in making 


unsecured loans, including capital loans, to small 


business. 


The description of its lending policies 


and future plans is of timely interest in view of 


the current emphasis on small business financing 


of which 13,000 loans aggregating more 
than $61,000,000, were made to Cali- 
fornia small businesses. 

These were all unsecured loans, 
excluding all loans on real estate and 
other types of security. 

Our Standard Practice Manual out- 
lines the bank’s policies and practices, 
and our desire to provide credit suited 
to the needs of every individual or 
business. It says: 


“It is our desire to render through 
our lending functions a broad, con- 
structive community-building service, 
a courteous sympathetic service to 
everyone, without distinction, to be 
in all ways helpful . . . to make the 
more modest type of loans to the 
greatest number of borrowers rather 
than to make large loans to a few.” 

Dealing with the amortized type of 
loan to small business, we say: 


Loan conference in main banking room, San Francisco head office 
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CARL F. WENTE at his desk in the bank 


Sees war’s end bringing host of small business loan opportunities 


“The policy of our bank includes the 
serving of the needs of small borrowers 
as liberally as sound loan practices 
will permit. Capital loans of from 
$500 to $5,000 running for a maximum 
period of five years, with provision for 
full amortization within such period, 
may be made to small corporations 
and business men for the primary pur- 
pose of furnishing working capital and 
financing the expansion of operations. 


“We should endeavor in every way 
to accommodate our customer and to 
care for his reasonable needs. When a 
loan applied for does not appear to 
conform in all respects with our re- 
quirements, we should exhaust every 
effort to make the loan eligible under 
one of our many different plans before 
declining it . . . or possibly by a com- 
bination of these various methods.” 

It is always our policy to try to help 
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the applicant. Frequently he does 
not know how to present his financial 
or business position. Our loan officers 
have all been trained to take every 
application, review it carefully and see 
if a way can be worked out to satisfy 
the borrower’s requirements. 

The chief requisites in making every 
loan is the man’s character, business 
reputation and his ability to make 
good, rather than the amount of capital 
he has available. When we are con- 
vinced that a man knows his business 
and is willing to stake his knowledge, 
ideas, energy and labor against our 
capital, we think he will pay out if we 
stay with him. Unless we are satisfied, 
we will not make the loan even if the 
applicant has some capital of his own. 
Unless he has the necessary requisites 
he is not a good credit risk. If he goes 
into a venture he will very likely lose 
his own money and ours as well. 


E feel that a loan to be helpful 

must be good for the borrower as 
wellas for the bank, and arranged so 
that it can be paid back out of earnings. 
We think the chances of success are 
much more favorable if all the requisites 
are investigated in advance. 

A recent sampling survey of Bank 
of America branches in all sections of 
the state brought us the following 
comments on the problems of small 
business, and the making of small 
business loans: 

“Insufficient business experience in 
new lines undertaken; “even under 
present prosperous conditions many 
small businesses are operating under 
the supervision of creditors because of 
the inefficiency of management;” “un- 
sound overextension of credit for 
speculative ventures;” “chief difficulty 


Section of block-long administrative floor, head office, where small business loan policies are formulated 
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privilege to serve them. 


needs and his ability to pay. 





Avanouncing a new and helpful loan service 
for returning veterans of World War II who will 
want to own a home, a farm, or a business 


ET-LOAN PLAN 


Every Bankamerican feels a personal obligation 
to homecoming veterans . . . and considers it a 


Many discharged veterans will want to own a 
home, a farm, or business. To serve such veterans, 
Bank of America has developed the Vet-/oan Plan. 


Vet-toan Plan will be coordinated with the 
Servicemen’s Readjustment Act and will supple- 
ment the Government “'G. I.” Credit Program for 
Veterans. Vet-loan Plan is designed to give each 
veteran's problem individual attention —to help 
him get exactly the right loans for his particular 


Vet-loon Pian will make available to veterans 
the local and state-wide credit facilities of this 
banking institution that has grown with and 
helped build California for over 40 years. 
Vet-loan Pian will be in full operation as svon 
as the regulatiéns governing the ‘““G. 1.” Credit 
Program are issued by the goverment. 


Whether you are in the service, just out, or have 
a relative in the armed forces, ask at the neigh- 
borhood Bank of America about Ver-/oan Plan. 

















The bank is already advertising its Vet-Loan Plan in newspapers 


is requests for capital loans where the 
applicant makes no investment or 
takes no risks of his own in the 
venture.” 

At the same time, our credit files 
show thousands of names of successful 
business men who started from small 
ideas, or big ideas in small ways. We 
have loaned them money, stayed with 
them and grown along with them. 

An outstanding example is the movie 
industry of Los Angeles, whose story 
has been told many times before. In 
its earlier years bank loans were made 
to small producers or studios which 
enabled them to grow until the Los 
Angeles movie industry today spends 
locally an estimated $250,000,000 a 
year. Another is the clothing manu- 
facturing industry in that city. Some 
of the firms had only one or two ma- 
chines when they first applied at our 
Los Angeles office for loans. As these 
little manufacturers grew we helped 
them to expand by arranging loans 
on their accounts receivable. A man 
whose capital was only $15,000 could 


have a loan of say $30,000 or $35,000 
upon perfectly good accounts receiva- 
ble, which enabled him to sell his 
merchandise in new fast-growing West- 
ern markets. Recently the secretary 
of the Garment Manufacturers Associ- 
ation at Los Angeles gave a conserva- 
tive estimate of 1943 output as 
$154,000,000. 

A long list of small businesses in 
California making war equipment, 
munitions and supplies, are doing an 
outstanding job. Other concerns are 
engaged in shipyard repairs, ship- 
building, making airplanes and parts. 
One of these manufacturers started in 
a small way before Pearl Harbor with 
a bank loan of $1,000 and today has 
a backlog of millions in war orders and 
a bank credit line of half a million. 
There’s a contractor who started with 
a loan of $2,000 who has grown to the 
point where we recently lent him 
$1,200,000. 

In many other lines of small busi- 
ness,:sueh:as truckers and transporta- 
tion, merchandising, live stock and 


even agriculture, are other examples of 
those who have made good. Up north 
is 4 man who was a tenant farmer 
about twelve years ago. The bank 
loaned him $2,000 to get started on his 
own. Recently a bank loan of $400,- 
000 enabled him to buy an adjoining 
ranch of 3,000 acres. Another is a 
live stock and dairyman who started 
with a loan from us to buy his herd. 
Today he is milking about 1,000 cows, 
owns his ranches and cattle all clear, 
and has an open line of credit for 
$250,000. 

The end of the war will bring a host 
of new opportunities to make bank 
loans to small business. Here in Cali- 
fornia our increased population means 
a greater demand than ever before for 
small business, particularly the service 
type. The removal of gasoline from 
wartime restrictions will cause in- 
numerable small businesses to spring 
into operation, such as service stations 
and garages, machine shops, filling 
stations, tire and repair shops, restau- 
rants along the highways, and auto 
courts galore to care for the tourist 
trade. A walk around town in most 
large centers of the country will also 
show many vacant stores and shops 
where the owners have gone into mili- 
tary service or war work. These 
owners will undoubtedly want to go 
back into business again. 


[* is estimated that 600,000 or more 

service men will want to resettle in 
California. Their return to civilian 
life will add greatly to the demands for 
bank credit. Many of these discharged 
veterans will want to own a home, a 
farm or small business. To serve these 
veterans, Bank of America has de- 
veloped its new Vet-Loan Plan. This 
plan will be co-ordinated with the 
Servicemen’s Readjustment Act and 
will supplement the Government’s 
credit program for veterans of World 
War II. The bank’s Vet-Loan Plan is 
designed to give each veteran’s prob- 
lem individual attention, to help him 
get exactly the right loans for his 
particular needs and his ability to pay. 
For example, if the veteran buys a 
farm, he will also need capital or bank 
credit to equip it with machinery. 
The Vet-Loan Plan will be in full 
operation as soon as the regulations 
governing the “G. I.” credit program 
are issued by the Government. 

Many of these returning veterans 
have learned some special skill in the 
Army, Navy or Marine Corps, such as 
maintaining or repairing radio or 
radar. Others have become precision 
machinists, electricians and _ skilled 
workers in metal. A far greater pro- 


portion of these veterans will return 

with special skills than from World 

War I, because this is a mechanized 

war. A man who learned to repair a 
See POST-WAR LOANS—Page 44 
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WASHINGTON VIEWPOINT 








By HENRY D. RALPH, Washington Correspondent 


Urge T-Loan Commitments 


Banks are urged by the Federal 
Government to become active in 
soliciting commitments for contract 
termination loans among war con- 


tractors, subcontractors and suppliers. 


under the new T-loan procedure just 
put into effect. 

Regulation No. 1 of the new Office 
of Contract Settlement, supplemented 
by regulations of the Federal Reserve 
Board, make it possible for banks to 
start making these guaranteed loans 
at once, and particularly to make com- 
mitments to any war supplier whose 
contract is apt to be canceled in the 
near future. Since contracts are al- 
ready being cut back and an over-all 
cut of about 40 per cent is scheduled 
for the first few weeks following the 
defeat of Germany, thousands of 
manufacturing firms will need interim 
financing while their settlement claims 
are being negotiated. Banks are asked 
to arrange for the loans in advance so 
there will not be a rush of applications 
when contract cancellations are made 
wholesale. 

These T-loans may be made up to 
any percentage of the contractor’s esti- 
mated claim against the government 
(or against a prime war contractor) 
which the bank desires to make. - They 
will be guaranteed by the contracting 
agency (Army, Navy or Maritime 
Commission) or by a Federal Reserve 
Bank acting as fiscal agent, up to 95 
per cent of the face amount and in 
some cases even higher. 

Subcontractors, sub-subcontractors, 
and suppliers are eligible for T-loans 
as well as prime contractors, and it is 
anticipated that this group will need 
T-loans more than prime contractors 
in most instances. Most prime con- 
tractors will have the bulk of their 
interim financing covered by advance 
and partial payments as required in 
Regulation No. 2 of the Office of Con- 
tract Settlement. While Regulation 
2 also applies to subcontractors, their 
relationship with the _ contracting 
agencies is more remote and the partial 
payments may reach them more slowly, 
so the officials in charge believe that 
the second and third tier of subcon- 
tractors will constitute the largest 
demand for T-loans. 

Interest charged by banks under 
guaranteed T-loans may not exceed 
416 per cent, and in most cases the 
borrower will collect this interest from 
the government as part of his contract 


termination expense. In making an 
advance commitment for a T-loan the 
bank may charge the borrower one- 
fourth of 1 per cent, or a flat fee not 
to exceed $50, and these commitment 
fees need not be shared with the 
guarantor. 

The guarantee fee charged by the 
contracting agency or the Federal 
Reserve Bank is a sliding scale ranging 
from 10 per cent of the interest payable 
by the borrower on the guaranteed por- 
tion of the loan for a guarantee of 
80 per cent or less of the loan, up to 
50 per cent of the interest for a guar- 
antee of more than 95 per cent of the 
loan. 

Regulations and forms for loans and 
guarantees are now available at all 
Federal Reserve banks. They are 
sufficiently flexible to permit minor 
changes to be made to suit individual 
conditions so long as these changes do 
not affect general policies. 


BANKS are encouraged to make pro- 
duction and termination loans with- 
out guarantees, and the fact that a 
bank has made such an unguaranteed 
loan does not affect its right subse- 
quently to apply for a T-loan guaran- 
tee, even if the proceeds of the T-loan 
are used to retire the existing loan. 

Contracting agencies are instructed 
not to refuse the guarantee of a T-loan 
if the borrower has been engaged in 
performing an operation connected 
with or related to war production, 
except in special cases as directed by 
the Director of Contract Settlement. 
The borrower’s claims of amounts due 
are not to be questioned by the guaran- 
tor unless there is reason to believe 
that they are substantially overstated. 

Contracting agencies are expected to 
have representatives at all Federal 
Reserve banks to assist in passing on 
guarantees for large loans, but in any 
case they are expected to delegate to 
the banks authority to approve guaran- 
tees for loans up to $500,000 where the 
percentage of guarantee does not 
exceed 90 per cent, or up to $100,000 
each where the guarantee is 95 per 
cent, and up to these percentages the 
amount of guarantee requested will 
not ordinarily be questioned. 

These new T-loans supplement the 
government guarantees provided in 
the older V-loan and VT-loan proce- 
dures. V-loans were authorized to 
finance war production, and VT-loans 
permit the holder of a V-loan to obtain 


a commitment for a termination loan 
provided application was made prior 
to cancellation of the contract. T-loans 
may be made either before or after 
cancellation, and are not confined 
to holders of V-loans. The VT-loan 
procedure has now been modified to 
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White Plains, N. Y. 
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Montreal, Canada 


* 


HARTFORD 
30 Trinity ‘Street 


CHICAGO 
Insurance Exchange 


NEW YORK 
110 William Street 


SAN FRANCISCO 
220 Montgomery Street 


MONTREAL 
485 McGill Street 


als 
eit id c. 
. . 
fn ie 
es re 


: 
6 
‘any ins? 


All Forms of Fire and 
Property Insurance including 
Ocean and Inland Marine 
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make the commitment and guarantee 
fees the same as under T-loans. 


+ aa * 


Reconversion Credit 


Congress is moving slowly on pro- 
posed legislation to permit government 
guarantee of commercial bank loans to 
business for reconversion purposes, 
though the opposition which has 
developed to date does not appear to 
be sufficient to prevent ultimate ap- 
proval of the plan. 

The legislation is embodied in the 
Wagner-Spence bills, sponsored by the 
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Federal Reserve Board and introduced 
by the chairmen of the Senate and 
House committees on banking and cur- 
rency. Both committees have held 
hearings on the measure, with the chief 
witness Chairman Marriner S. Eccles 
of the Board of Governors of the 
Federal Reserve System. The bills 
would authorize Federal Reserve banks 
to guarantee or make commitments to 
purchase commercial bank loans to 
business enterprises to provide new 
capital or for other purposes. 
Opposition is coming chiefly from 
members of the committees, who are 
expressing doubts of the wisdom of 





IN ARIZONA... 





g. takes a lot of livestock to keep a nation fed. And it 
takes a lot of Arizona to keep its share of cattle and sheep 


moving to the nation’s markets. 


Arizona’s 65,000,000. acres of range land is the starting 
point for many a Sunday roast—and many a business 


transaction along the way. 


Today, a million head of beef cattle, plus 700,000 sheep, 
constitute a cash-on-the-hoof asset of 60 million dollars for 
Arizona. And there is another 60 million dollars invested in 

ranches and improvements, as well as in the highly developed 
facilities for breeding, feeding, slaughtering and: shipping. 
Last year, that investment yielded a return of more than 
30 million dollars! That’s income, in capital letters! 
Yes, there’s cash in Arizona's livestock industry — wealth in 
Arizonans’ pockets. It’s a great, rich state for any business 


to enter . . . and grow! 


Other industries — both large and small — will find 








Arizona worthy of serious consideration in shaping 
their post-war plans. 


PROGRESSING WITH ARIZONA 


VALLEY, 


NATIONAL }; 


ae ak 5 VALLEY 
“Dy NATIONAL 


BANK yr 


JQ FRIENDLY CONVENIENT OFFICES IN ARIZONA 


MEMBER OF FEDERAL DEPOSIT INSURANCE CORPORATION AND FEDERAL RESERVE SYSTEM 





large-scale expansion of credit, through 
a government agency, without various 
safeguards. Chairman Eccles vigor- 
ously supported the legislation, though 
agreeing to a number of limiting 
amendments. 

He pointed particularly to the fact 
that such a plan was proposed by the 
Baruch-Hancock reconversion report 
of last February on the ground that 
business will need many types of 
credit in large amounts to make a 
quick transition from war production 
to a peace economy. The new T-loans 
will not fill the entire need, he said, 
because they are available only to war 
contractors and are limited to the 
amount of working capital represented 
by claims under contracts. Both war 
contractors and other enterprises will 
need ready access to capital to pur- 
chase plants and equipment, expand 
activities, and enter new lines, he 
declared, and commercial banks will 
be unable to extend credit of this type 
without government guarantees. 

Considerable opposition has arisen 
on the ground that the plan would put 
the government further into the busi- 
ness of making loans direct to indus- 
try, but Chairman Eccles did not 
agree with this view. Pointing out that 
the bills would repeal the existing 
authority of Federal Reserve banks to 
make direct loans to industry under 
Section 13-B of the Federal Reserve 
Act, he insisted that only by encourag- 
ing and supporting commercial bank 
lending by some such device will it be 
possible to do away with Federal lend- 
ing entirely. 

It is likely that the bill will be 
amended to provide an expiration date 
for the plan, probably three to five 
years after its enactment; to limit the 
total amount of guarantees which may 
be outstanding at any one time, per- 
haps to $500 million; and to limit the 
amount of the guarantee, probably 
90 per cent of the loan. Suggestions 
have also been made to limit the size 
of an individual loan so that small 
businesses may have a better chance 
of sharing in the plan, but Chairman 
Eccles opposed this on the ground that 
all types of business should have ready 
access to credit needed for reconver- 
sion. 

 ¢ 


G. I. Loan Difficulties 


The probability that Congress may 
have to rewrite the veterans’ loans sec- 
tion of the “G. I. Bill of Rights’ in- 
creases as bankers and government 
officials continue their study of the 
language in an attempt to develop a 
workable guarantee procedure. 

_ Officials of the Veterans Administra- 
tion, who have been trying to draft 
regulations for several weeks, admit 
that in many respects the loan section, 
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“Experience is our 
only teacher, both 
in war and peace." 


—W. S. Landor 


--- Lawrence System offers bankers 30 years of 


ITH the cancellation of many war 
contracts, the gradual release of sur- 
plus materials, and the reconversion to 
production of consumer requirements, the 
need for inventory loans will be greater 
than ever. Customers who have a large 
percentage of their current assets tied up 
in inventories of raw materials may need 
immediate working capital and will seek 
the aid of their banks during this period 
of financial readjustment. Bank loan offi- 
cers can look to Lawrence System for field 
warehousing plans that are time-tested 
and absolutely sound. 

The Lawrence Warehouse Company has 
pioneered the development and uses of 
field warehousing; and has specialized in 
the operating detail and skilled personnel. 


For over 30 years inventory loans have 
been successfully handled with banks 
throughout the country. Hundreds of com- 
modities—both raw materials and finished 
products—have been used as acceptable 
collateral. Probably the many inquiries 
from your customers are no exceptions, 

Inventory loans when backed by field 
warehouse receipts issued by Lawrence 
Warehouse Company are a profitable 
source of income and good will to banks. 
The Lawrence System experienced per- 
sonnel will be glad to assist loan officers 
with any inventory loan problem. Write 
or phone the Lawrence office nearest your 
bank. Your inquiries will be considered 
confidential. Service will be rendered from 
coast to coast. 


LAWRENCE WAREHOUSE COMPANY 
FICIA WAPCHOUSING vor ranx corns roainst inventory 


AWRENCE 
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ALL WELCOME THE SUGGESTION 
MANY BUY THEN AND THERE 


Almost every customer who enters a Bank is a prospect for 
American Express Travelers Cheques. As a result, hundreds of 
Banks make use of this opportunity to increase their Travelers 
Cheque business. They not only use constantly our ready-prepared 
advertisements in their newspapers and mailing matter. They also 
personally suggest Travelers Cheques to visitors who come to the 
Bank. These number hundreds daily—business and professional 
men, salesmen, government representatives, men and women in 
the Services, housewives and office women. All carry pocket funds 
in crowded streets and busy centers, at week-end resorts, and in 
trains and buses. They all need protection, and when told about 
Travelers Cheques they promptly welcome the suggestion. Many 
buy then and there; all remember and are grateful. You have done 
them a personal service. This suggestion to make suggestions is 
worth thinking over. 





Our folder of ready-prepared, time-saving Bank Ads, linked 
up with our national radio and newspaper campaign specifi- 
cally mentioning Banks (2d and enlarged edition, containing 
12 ads and cuts); and the hand-booklet “Sales Points For 
Tellers”, replete with useful information. Both free for the 
asking. Address: W. H. Stetser, Vice-President, American 
Express Co., 65 Broadway, New York 6, N. Y. 











@ AMERICAN EXPRESS Q : 


TRAVELERS CHEQUES 





In writing to advertisers please mention The Burroughs Clearing House 
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Title III of the act, is a “legal mon- 


.Strosity” and the intent of Congress 


is far from clear. 

The Veterans Administration has 
been promising to have some regula- 
tions ready shortly so that a start can 
be made in getting actual experience. 
However, if these regulations follow a 
narrow interpretation of the law they 
may be so restrictive that few loans 
will be made, whereas if they interpret 
the law very broadly many bankers 
may fear that they rest on such tenu- 
ous legal authority as to make the 
guarantee undependable until tested 
in the courts. 

One of the most obvious questions 
appears to be unanswerable from a 
study of the text of the law, namely, 
whether the government guarantee 
applies to the loan or to the loss. The 
Veterans Administration is to guaran- 
tee up to 50 per cent, but not to exceed 
$2,000, of a loan made by a bank to a 
veteran for specified purposes. Sup- 
pose a veteran pays off 50 per cent of 
his loan and then defaults. Will the 
government reimburse the bank for 
50 per cent of its loss or will it take 
the position that its guarantee applied 
only to the first half which has already 
been paid? The answer to this will 
determine in large measure the liberal- 
ity of banks in making loans in the 
first place. 

Another very troublesome provision 
is that pertaining to “down payment” 
loans for home purchase. Apparently 
the intent of Congress was for any 
lending institution to make a “second 
loan,” guaranteed 100 per cent by the 
Veterans Administration, to represent 
the equity normally required in pur- 
chase of a home under the FHA plan. 
However, there is serious doubt that 
many lending institutions, particu- 
larly state-chartered savings and loan 
associations, have the legal authority 
to make such loans. 


VERY cumbersome, to say the least, 

are the provisions that the Veterans 
Administration, or some agency desig- 
nated by it, shall pass on the experience 
and qualifications of the veteran to 
engage in the business or farming 
venture for which he seeks a loan, or 
the suitability of the property which 
the veteran intends to procure with 
his loan. This may require a detailed 
appraisal and much other information 
to be gathered by the bank seeking a 
guarantee, which will then have to be 
reviewed by one or more government 
agencies, a time-consuming process. 
Since the bank stands to lose the un- 
guaranteed portion of a bad loan in 
any event it probably would make a 
careful investigation of all these fac- 
tors whether the loan were to be 
guaranteed or not, so there is some 
suggestion that the law be amended 
to permit the Veterans Administration 
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to accept the bank’s judgment under 
general safeguarding provisions. 

At present the Veterans Administra- 
tion is still trying earnestly to develop 
workable procedures under the existing 
language of the statute, but most 
observers are of the opinion that sooner 
or later Congress will have to re- 
word the act in order to clarify its 
intent to provide liberal but not 
extravagant credit to veterans. 

* e * 


Federal Farm Loan Losses 


Legislation to authorize the Depart- 
ment of Agriculture to compromise, 
adjust, or cancel uncollectible debts 
contracted by farmers under the 
Farm Credit Administration and vari- 
ous other agencies of the department 
has been favorably reported to the 
Senate and probably will be enacted. 

The bill applies to debts of less than 
$1,000 which have been unpaid for 
five years or more, and which, for a 
variety of reasons, can never be col- 
lected or which are too small to justify 
the expense of collection. 

Showing the extent of government 
loans to farmers, the bill specifically 
lists fifty-one statutes under which 
loans have been made and which may 
now be compromised or canceled if in 
default. The department estimated 
that as of December 31, 1943, there 
were a total of $171,500,000 loans of 
less than $1,000 which had been in 
default for five years or more, and this, 
of course, would not include lending 
programs which have been instituted 
during the past five years. Total 
defaults of more than three years 
standing are well in excess of $200,- 
000,000. 

Among the reasons listed by the 
Department of Agriculture for its 
inability to collect its loans are the 
following: Successive crop failures 
where the prospective crop was the 
only security for the loan; stock in 
agricultural credit corporations pledged 
as security has become worthless; 
liquidation of co-operative associations 
resulting in acquisition of uncollectible 
notes of individual farmers; loans 
made to persons not entitled to them 
by reason of administrative error; 
loans made to farmers who failed to 
participate in farming programs which 
would have entitled them to benefits 
to charge against the loans; death; 
retirement from farming; low income 
of the debtor. 

On the same day that the Senate 
committee on agriculture reported this 
bill, the Department of Agriculture 
issued a statement saying that farmers 
are repaying their mortgage debts at a 
rapid rate, their equities in their farms 
are the highest in a quarter of a cen- 
tury, and they have a large backlog 
of savings. 

















and that night drums beat 
in the streets of Buffalo 


UFFALO was a-buzz with excitement on the 15th 
of April, 1861. Fort Sumter, held by the Union 
forces outside of Charleston, had surrendered to the 
Confederates. Hardly were Fort Sumter’s cannon cool 
before the patriotic citizens of Buffalo met to “organize 


a body of militiamen for immediate service.” 


The meeting, originally intended for the Court House 
where the Public Library now stands, soon overflowed to 
the Old American Hotel on Main Street. More than 100 
sons of Buffalo expressed a willingness to go to war at 
once if their country needed them! *** The Marine’s 
history parallels many such a lively incident in Buffalo’s 
past. For we have been in Buffalo, serving the Niagara 
Frontier for ninety-four years ... going back to 1850. 


MARINE TRUST COMPANY OF BUFFALO 
A Marine Midland Bank 





MEMBER FEDERAL .DEPOSIT INSURANCE CORPORATION 





Reproduced from Harpers Weekly, 1861 


FORT SUMTER SURRENDERS 
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Only honest people, 
or those thought to 
be honest. are bond- 
ed—still thousands 
of Fidelity losses 
are paid monthly. 








The restraining effect 
of a Fidelity bond aids 
the honest employee to 


remain honest despite 


personal difficulties. 
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Present-day turnover 
in personnel means 
Dishonesty Insur- 
anee was never 


more important. 
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There is a plan of 
Dishonesty Insur- 
ance designed for 
each employer. Make 
eertain you have 
your proper plan. 
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RAY MILLARD GIDNEY 


Well deserved promotion 


Appointment of Ray Millard 
Gidney, vice-president of the Federal 
Reserve Bank of New York, as presi- 
dent of the Federal Reserve Bank of 
Cleveland has been announced by 
George C. Brainard, chairman of the 
board of directors of the Cleveland 
institution. 

Mr. ‘Gidney was chosen by the 
board, with the approval of the Board 
of Governors of the Federal Reserve 
System, to succeed President M. J. 
Fleming, who retired September 15 
after thirty years as an officer of the 
bank, the last nine years as president. 
Mr. Fleming’s new address is St. 
Petersburg, Florida, where he plans to 
“*take things easy.” 

Mr. Gidney was born in Santa 
Barbara, California, January 17, 1887. 
He. began his banking career at the 
age of sixteen as a messenger in the 
Commercial Bank of Santa Barbara, 
where he worked until 1908. He 
attended the University of California 
and was graduated in 1912 with a 
B. S. degree. 

Immediately upon graduation, Mr. 
Gidney became general assistant of 
the First National Bank of Bakersfield, 
California. Two years later he joined 
the Federal Reserve System as secre- 
tary to A. C. Miller, then a member of 
the Board of Governors. 

From 1917 to 1923 he was associated 
with the Federal Reserve Bank of New 
York, successively as assistant Federal 
Reserve agent, manager, Buffalo 
Branch, and controller at large. After 
a brief period as vice-president of the 
Citizens Trust Co. of Buffalo, New 
York, Mr. Gidney returned to the 
New York Federal Reserve. He be- 


came successively controller at large, 
controller of loans, assistant deputy 
governor, and assistant Federal Re- 
serve agent. In 1936 he was appointed 
vice-president, which office he. has 
since held. 


* 


When the Citizens Union National 
Bank formally merged last month with 
its affiliated trust company in Louis- 
ville, the Fidelity & Columbia Trust 
Company, Menefee Wirgman be- 
came head of the fourth largest bank 
in the South, with total resources of 
more than $190,000,000. He was for- 
merly president of both the merging 
institutions, which have. been affiliated 
since 1919 through a pooling of stock. 
The new bank will be state chartered 
and be known as the Citizens Fidelity 
Bank & Trust Company. 

Capital structure of the merged bank 
will consist of $3,250,000 capital, 
$5,000,000 surplus and $1,000,000 in 
undivided profits. This will give it a 
larger legal loan limit and increase its 
ratio of capital to deposits officials of 
the bank pointed out. 


e 


After nearly two years of outstand- 
ing service to the War Department in 
important posts connected with re- 
negotiations, Joseph M. Dodge has 
resumed his full-time duties as presi- 
dent of The Detroit Bank. In view of 
the fact that under his leadership the 
problems of organization and of apply- 
ing renegotiation regulations have. 
largely been met, Mr. Dodge has re- 
signed as chairman of the War 
Contracts Price Adjustment Board, 


Resumes full-time duties 


JOSEPH M. DODGE 





stated: 





MENEFEE WIRGMAN 


Heads new bank after merger 


the Joint Price Adjustment Board, and 
the War Department Price Adjustment 
Board; also as director of the Renegoti- 
ation Division, Headquarters Staff, 
Army Service Forces. 

The original Washington appoint- 
ment had been accepted with the 
understanding that Mr. Dodge would 
remain president of The Detroit Bank. 
He returned to Detroit at regular 
intervals to attend board meetings and 
continue general supervision over the 
operations of the bank. 

In accepting Mr. Dodge’s resigna- 
tion, General Brehon Somervell praised 
his contribution to the war effort and 
“The War Department will 
mis’ the high measure of leadership, 
the experienced business judgment, 
and the co-opérative spirit which you 
have contributed to a difficult task.” 


¢ 


One of Detroit’s most prominent 
industrialists has been added to the 
board of directors of The Wabeek 
State Bank of Detroit. He is William 
A. Fisher, second oldest of the five 
Fisher brothers who have made such 
a mark in the automotive field, and 
who recently severed their long connec- 
tion with the General Motors Corpora- 
tion. Mr. Fisher was formerly presi- 
dent of the Fisher Body Corporation 
and a vice-president and director of 
General Motors. He is treasurer and 
director of Fisher & Company, the 
Fisher brothers’ personal investment 
company. Also, he has for many 
years served as vice-president and 
director of The Citizens National 
Bank of Norwalk, Norwalk, Ohio. 

At one time, Mr. Fisher was associ- 
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ated with George P. Judson, presi- 
dent of The Wabeek Bank, as a vice- 
president and director of the former 
Bank of Detroit. 


* 


President of the new Gulf National 
Bank of Gulfport, Gulfport, Missis- 
sippi, is Major William C. Carter, 
recently retired from active duty with 
the Army and identified with banking 
in Florida for twenty years. He was 
formerly executive vice-president of the 
First National Bank of Kissimmee, 
Kissimmee, Florida. Cashier of the 
bank is Trafford Boyd, formerly 
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cashier of the First National Bank, 
Camden, Ohio. 


Clarence E. Hill, vice-president, 
Northwestern National Bank of Minne- 
apolis, has been elected a director of 
the bank. 


Sa 


Lester E. Shippee, executive vice- 
president of. The Hartford-Connecticut 
Trust Company, has. been appointed 
to the A. B. A. Executive Council to 
fill the vacancy created by the death 
of Thomas M. Steele, chairman, First 
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THE GREAT 


SOUTHWEST 


NEARS THE GOLDEN AGE 





























As the postwar era approaches, 
we reinforce our position and gear 
every facility to serve new indus- 
try and enterprise still more effi- 
ciently. We, and our corre- 
spondent banks, can see the 
argosy of postwar progress ush- 
ering in the Golden Age of 
Opportunity here in the South- 





west. Its opportunities will mul- 
tiply many times in days of re- 
conversion and adjustment just 
ahead. And, as we widen our 
sphere of banking service, we 
invite inquiries, assuring full co- 
operation in every phase of a 
service that’s all-inclusive, and, 
above all, friendly and faithful. 


MERCANTILE NATIONAL BANK 


MERCANTILE BANK BUILDING - DALLAS 1, TEXAS 
RESOURCES OVER $100,000,000 


Member Federal Deposit Insurance Corporation 





In writing to advertisers please mention The Burroughs Clearing House 





National Bank & Trust Company, 
New Haven. Mr. Shippee is also a 
member of the A. B. A. Credit Policy 
Commission. 


Leroy Lewis, secretary of the 
North Carolina Bankers Association 
for a year and 
a half, has been 
appointed as- 
sistant educa- 
tional director 
of the American 
Institute of 
Banking. He 
was formerly an 
instructor in 
speech at Duke; 
University,,and .’ 
taught this sub+ 





LEROY LEWIS 


chapters in’ 
Durham, Raleigh and Rocky Mount: 
He has been a member of the faculty 
for the past two years at the North 
Carolina Bankers Conference at the 
State University, and has been heard 
frequently on the programs of bankers’ 
meetings throughout the South. 
Named to succeed Mr. Lewis .as 
secretary of the North Carolina Bank- 
ers Association is Fred Greene, of 
Raleigh, for the past four years execu- 


tive secretary of the North Carolina 
Education Association. 


Official nominee for the presidency 


of the Mortgage Bankers Association 
of America is 


L. E. Mahan, 
president of 
L. E. Mahan & 
Company, St. 
Louis. He is 
scheduled to be 
elected at the 
annual business 
meeting of the 
association to 
be held October 
18-20 at Edge- 
water Beach 
Hotel, Chicago. 
Mr. Mahan has been in mortgage 
banking since 1915 when he became 
associated with the Mississippi Valley 
Trust Company, St. Louis, in the farm 
loan department. Since 1919 he has 
devoted his attention to the city loan 
field. During World War I he was 
called to Washington in connection 
with the Trading with the Enemy Act. 


« 





L. E. MAHAN 


Logan R. Ritchie, assistant treas- 
urer of the Federal Land Bank of 
Baltimore, and former chief examiner 
of banks for Virginia, has been elected 
first vice-president of the Farmers and 
Merchants State Bank, Inc., Fred- 
ericksburg, Virginia. 
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SAY BANKS 
OF THE 


Electro - 


COPYIST 


By reproducing in seconds anything written, typed, 
printed, drawn or photographed, the Hunter Electro-Copyist is saving 


much valuable banking time copying such routine records as financial reports, balance 
sheets, tax data, real estate forms. And because Electro-Copyist prints constitute legal 
evidence, are error-proof and change-proofy many banks are finding new uses for it daily. 


Here are some recently reported: 


V Leans. When Government remits to bank, a 
photo-copy is made of each payment and sent to 
contractor for authentic record. 


R.F.C. Photo-copies of various papers, reports and 
specialized data required by the Reconstruction 
Finance Department in Federal Reserve Banks— 
much of such material pertaining to both issuance 
and cancellation of war contracts. 


Mortgage Loans. Photo-exact copies are made of 
property plots, titles, loan applications, insurance 
policies, etc. 


Credit. Occasionally correspondents request return 
of original letter containing confidential informa- 


tion. A photo-exact copy remains in the files. 


Cashier’s Checks. When remitter wants proof that 
a cashier’s check has been issued, received, and 
paid (income tax payments, for instance), the 
Electro-Copyist furnishes it immediately. 


Lost Checks. When a question arises about a lost 
check, a photo-copy blow-up is made from the 
Recordak film. 


Many other suggestions for increasing efficiency 
in banks, minimizing risk of lost papers, and pro- 
viding better service are contained in our latest 
bulletin. A complimentary copy will be gladly 
mailed to you without obligation. Please use coupon. 


HUNTER ELECTRO-COPYIST, INC., 444 S. Warren St., Syracuse 2, N. Y. 


A full range of sizes 

—desk models to 

floor models. Prices 
range from 


$57.50 to $3000 


Hunter Electro-Copyist, Inc. 
444 S. Warren St., Syracuse 2, N. Y. 
Please send me copy of your new folder explaining 
photo-copying for banks by the Hunter Electro-Copyist. 








































WARNING! 
he’s breaking loose again 


Look who’s on the rampage again—our old enemy, the 
Fire Demon. Last year fire destroyed more than 380 
million dollars worth of property, a higher toll than in any 
year since 1932. 


Let’s put the Fire Demon back in his chains where he be- 
longs. Confine him! Make it impossible for him to ravage 
our country—block our war production program by de- 
stroying factories, homes and lives. 


You yourself can help weld together the broken links that 
are letting the Fire Demon loose. You can do it by the 
thoughtful application of common sense fire-prevention 
methods in your home and place of business. If you want 
helpful fire-prevention information, write the National 

‘ Board of Fire Underwriters, 85 John Street, New York 7, 
N. Y., and specify the type of property you want to pro- 
tect. And consult your insurance agent or broker. 


Above all make certain of the adequacy of your fire insur- 
ance in these days of increased values. 


—_— 
— 





Will YOU be THE ONE out of twelve? 


sured under a Hartford “Fash- 
ioned” Accident policy. It con- 
tains a schedule of many cov- 
erages—from which you select 
the ones best fitted to your 
needs, your occupation and 
your circumstances. It’s a new 
kind of accident policy, tailor- 
made to your requirements. 


Think of twelve people you 
know, including yourself. 
Chances are that within the 
coming year one out of the 
twelve will be disabled, tempo- 
rarily or permanently, due to 
accidental injuries. You can 
face the statistics with more 
peace of mind if you're in- 
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Speaking of 


“Hemispheric Security” 





















oes 
Hartford Residence and Outside Theft 
insurance covers the luggage you'd 
carry to travel in Brazil, or the War 
Bond left at home in Michigan! Pro- 
tects against robbery, theft or myste- 

rious disappearance in trains, buses, , 

taxicabs, automobiles, hotel rooms, W 
temporary dwelling—anywhere in the 

western hemisphere. th 

to 

to 

_ Looking for a Bright Future? In 

RICHARD ROE] For the individual who wants to “make a fc 

AGENCY . 29 . . 

; name for himself” . . . insurance offers ex- b 

} ceptional rewards to those who bring to it ir 

integrity, imagination, the ability to think V 

straight and a willingness to work hard. ~ s} 

f Such individuals can and do progress and p 

prosper and command the respect of the . 

communities they serve. b 

ir 
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Any changes in your insurance needs 
—since December 7, 1941? b 


Few indeed have escaped decided changes 
in their mode of living and the value of 
their properties since Pearl Harbor. Insur- 
ance needs have likewise changed—ask 
your Hartford agent or broker to survey 
your insurance hazards, check them against 
your present insurance and recommend 
changes and additions necessary to fit your 
protection to present day conditions. 


iN 
SURaNCE ANALYSi5 
NO 
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Right! He wants you to write 


This is to remind you of the letter you've 
been intending to write to that service 
man—the boy who worked with you 
who’s now flying from a bomber base in 
Britain on cross channel missions—the 
neighbor’s boy now getting tossed around 
in a destroyer. Maybe there are three or 
four letters you “‘just haven’t gotten 
around to.” How about writing them now? 








What's back of the Hartford Stag? 


Back of the Hartford Stag on your insurance 
policy is a 134-year record of financial strength, 
a well-earned reputation for prompt, fair pay- 
ment on all just claims. Many generations of 
Americans have safely put their confidence in 
this familiar symbol of sound protection. 


HARTFORD INSURANCE 


Hartford Fire Insurance Company 
Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company 








Hartford, Connecticut 


Writing practically all forms of insurance except personal life insurance 
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CANADIAN BANKING 








By JAMES MONTAGNES 


Wartime Bank Construction 


Canadian bank construction since 
the start of the war has been primarily 
to accommodate more customers and 
to take care of working space for an 
increased staff due to replacement of 
men by girls on a ratio of three girls 
for every two men replaced. There has 
been no unnecessary bank construction 
in the Dominion during wartime. 
With the exception of branches built 
specifically to accommodate military 
personnel at large camps and mili- 
tary construction projects, there have 
been practically no new bank build- 
ings erected in the Dominion since 
the start of the war. 

As a result there is accumulating a 
backlog of construction projects to 
provide larger quarters to take care of 
natural growth in business. Moderni- 
zation of existing bank branches is 
also pending. While few Canadian 
banks will estimate the amount of 
their post-war building program, there 
are some sizable projects in view in- 
cluding new main banking offices of a 
number of banks in Victoria, B. C., an 


Ontario office for the Bank of Montreal’ 


at Toronto which was started early in 
the war and abandoned at government 
request in 1940, and a possible new 





Before and after, Bank of Toronto branch, Toronto 


Typical wartime change to provide needed customer, work space 


general manager’s office for the Bank 
of Nova Scotia at Toronto. In addi- 
tion it is understood that some rebuild- 
ing of existing branches and new 
buildings will be undertaken by various 
banks in main centers such as Montreal 
and Winnipeg. 

Early in the war Canadian banks 
began to see the need of more working 
space behind the counter as men en- 


Highly attractive, unusuaily complete, wartime modernization job 


Bank of Nova Scotia’s branch at Forest Hill Village, Toronto 








listed and were replaced by mainly 
inexperienced girls. Then came added 
work through government wartime 
measures. Mushrooming war plants 
and increased employment brought 
line-ups to banks for the first time in 
years, and necessitated opening up 
more teller’s wickets on pay days. 

The problems of space and need for 
modernization have grown more acute 
in the past two years since the govern- 
ment asked banks to close up a large 
number of competing branches in the 
interest of labor saving. This has 
brought more business to remaining 
branches, and has called for changes 
in these branches. In some cases the 
housing shortage has required branches 
to build new quarters for staff. 


PRACTICALLY all changes, renova- 

tions and construction over $1,500 
have required permits from the Depart- 
ment of Munitions and Supply. Actual 
construction has been limited to the 
barest essentials, and few additions to 
existing bank premises have been 
made. Most changes have been inside 
bank branches, and have involved 
moving counter space to provide more 
room for customers, revamping floor 
layout to give more efficient use of 
space both for the staff and for con- 
venience, pulling out old-fashioned 
high cages and establishing modern 
low teller’s wickets in greater number 
and with more counter space. In many 
cases where there were two cashier’s 
cages there are now three or four 
modern wickets absorbing the same 
amount of space. Some banks have 
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devised a movable teller’s wicket, 
which is used only on busy pay days, 
when an added teller sets up the wicket 
on the counter. 

Such changes are handled with the 
least possible disturbance to banking 
routine. The work is planned to the 
smallest detail, and materials are sent 
out to the branches from the regional 
head office of the bank. Changes are 
made on week-ends. . 

Little has been done toward provid- 
ing more vault accommodation, which 


Canadian Bank of Commerce branch, 
Saint John, N. B. 


Now two wickets instead of one 


is now needed in many branches, and 
Canadian banks expect to do some 
extensive post-war installation to take 
care of greater public demand for 
safety deposit facilities. Better light- 
ing is also expected to be a post-war 
requirement in. many branches, and 
bank authorities are now studying new 
types of tubular lighting which have 
been developed in recent years. 

While banks expect that most of the 
men who have gone into the armed 


_ services will want to return to their 


posts in the banks, they nevertheless 
foresee an increased percentage of girl 
employees in the post-war years. This 
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will result in more space being needed 
for larger staffs than in pre-war years, 
and so require expansion and moderni- 
zation after the war. 


* + * 


Canada’s Seventh Victory Loan 


Canada’s Seventh Victory Loan 
campaign, ninth war loan since Sep- 
tember 1939, is expected to open late 
in October for a three weeks “blitz” 
campaign. The last Victory Loan was 
for a minimum of $1,200,000,000 dur- 
ing the spring, and the forthcoming 
loan is expected to be for at least that 
amount if not more, in view of the fact 
that forced savings have been abolished 
since July 1, 1944. 


> * * 


Points for Tellers 


With a growing number of inexperi- 
enced tellers, mostly girls, at branches, 
the Bank of Montreal has issued an 
instruction book for tellers, teller- 
ledger keepers and ledger keepers. The 
booklet explains their duties in simple 
language and tells them how to watch 
out for fraudulent and forged checks. 
With the vastly increased number of 
government checks being issued, tellers 
must now be especially careful in 
cashing checks for strangers and those 
who have no accounts in local branches. 
The booklet also deals with methods 
of handling other problems which crop 
up in the day’s work. 


Sf Sf 


Death of Prominent Banker 


Harry T. Jaffray, sixty-four, vice- 
president and general manager of the 
Imperial Bank of Canada, and past 
president of the Canadian Bankers’ 
Association, died on August 18 while 
on a-fishing trip. He started his bank- 
ing careér in 1898 as a junior with the 
Merchant’s Bank of Canada at Galt, 
Ontario, became manager of the Im- 
perial Bank of Canada branch at 
Golden, B. C., in 1907, an inspector at 
Calgary in 1915, assistant general 
manager at Winnipeg in 1922, and 
general manager at Toronto in 1937. 

William Gibb More was appointed 
general manager of the Imperial Bank 
of Canada to succeed H. T. Jaffray. 
Mr. More joined the Imperial Bank of 
Canada at Toronto in 1911, as a 
lawyer newly arrived from Edinburgh, 
Scotland, where he was born in 1887. 
Unlike most Canadian bank general 
managers, Mr. More has not seen serv- 
ice outside the head office of the 
Imperial Bank. He was appointed 
secretary to the bank in 1916, super- 
intendent of branches in 1922 and 
assistant general manager in 1937. He 
was secretary of the Canadian Bankers’ 
Association in 1913 and 1914. 
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Five minute furlough! 
{ That’s their word for it... five minutes of 
forgetfulness, a brief blackout of boredom, a flash- 
back to home and what they fight for! Every day 


away makes every letter mean more. Write often. 
Write V-Mail. 


V-Mail is the only chance that millions of 
men overseas, and more going each day—have 
of getting letters fast and fresh. Ordinary mail 
may take months to arrive. If everybody tried 
to use Airmail, there wouldn’t be planes enough 
to carry it. But V-Mail packs hundreds ofletters @ _ tf 
on asingle film strip, light enough soamillion pe \..1 
letters can be carried on one plane to the point y= MAIL 
nearest their destination, processed, delivered 
fast, personal, and private... Get V-Mail forms 
anywhere. Or write for a sample packet of six, 
with our compliments. Address below .. . 


Make it V-MAIL! 


PITNEY-BOWES POSTAGE METER CO. 
3181 Pacific Street, Stamford, Conn. 


Originators of Metered Mail, world’s largest manufacturers of Postage Meters, 
which print postage for business mail... now devoted to war production. 
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All Set For New "Withholding'? 





@ Federal tax changes are always fraught with uncertainties—and the new federal 
income tax withholding requirements are no exception. Such far-reaching developments 
stir up questions and doubts and problems that must be settled—and settled correctly, 
soundly, if mistakes and troubles, delays and difficulties are to be avoided. 


@ But sound, dependable answers to the puzzling questions involved in “withholding” 
and other significant federal tax changes call for a sound, dependable source of continu- 
ing facts and guidance .. . and here it is! 


@ Week after week, each issue of FEDERAL TAX GUIDE REPORTS swiftly, faithfully 
hurries to subscribers the last word, the newest development, the latest twist and turn of 
events in federal taxation—of interest or importance in the everyday conduct of business 
and personal federal tax affairs. 


@ For CCH’s FEDERAL TAX GUIDE REPORTS spans the whole work-a-day world of 
federal taxation for revenue—statutes, regulations, rulings, court and administrative 
decisions, returns, forms, reports, instructions. Pertinent full texts, filled-in forms, detailed 
explanations, editorial comments and suggestions—plus a wealth of friendly hints, tips, 
knacks, and pointers, from week to week, make clear exactly what to do, and how and 
when and why. 


@ Concise, compact, understandable, here is the dependable reporter on the federal 
taxes of the ordinary corporation, the average individual, partnership, or business. Loose 
leaf Compilation Volume and matching Internal Revenue Code Volume included without 
extra charge to start new subscribers off on the right foot. 


Co OMMERCE) CLEARING; HoOwsE, ING,, 
PUBLISHERS OF TOPICAL LAW REPORTS 


New YORK 1 CHICAGO 1 
Empire STATE BLoG. 214 N. MICHIGAN AvE. 


WASHINGTON 4 
MuNSEY BLDG. 
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THE BOOKLET COUNTER 


These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on: bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





New Booklets 


U. S. Government Securities 
. - - This 32-page review of financing 
operations and price records contains 
information of interest to all banks, in 
convenient form. Included is a break- 
down of the public debt, a summary of 
U. S. Treasury receipts and expendi- 
tures, and a chronological record of 
U. S. Government financing. Another 
section shows the ownership of market- 
able securities by types of investors. 
The bulk of the brochure is devoted to 
price and yield indexes showing the 
effects on different groups of issues of 
recent events and circumstances. 


RFC Bank Participation Plan 
- -- Through the medium of fifty-five 
questions and answers, the booklet 
succinctly outlines the RFC’s method 
of procedure with reference to business 
loans made in participation with 
banks. Of especially timely interest is 
the information pertaining to contract 
termination and reconversion loans. 
In a foreword, continued co-operation 
between the banks and the RFC is 
urged during the transition period. 


The Pension Trust Plan... 
Brief, non-technical answers to nine 
questions frequently asked by business 
executives regarding pension trusts are 
embodied in this very readable little 
booklet prepared by a prominent life 
insurance company. As an excellent 
example of advertising promotion, it 
is well worth the attention of other 
financial institutions. 


The International Economic 
Outlook ... In this thoughtful 
treatise a professor of economics seeks 
to set up a pattern whereby satisfac- 
tory world trade relations can be estab- 
lished. He contends that the first and 
principal task will be to assure equal 
trading opportunity, ending the arti- 
ficial restrictions which prevailed be- 


fore the war. In discussing the prob- 
lems of transition, the author advo- 
cates a period of “‘controlled decontrol”’ 
rather than a hasty abandonment of 
war controls. He also discusses new 


governmental practices, trading tech-. 


niques, etc., which must be taken into 
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account in attempting to reconstruct 
international economic collaboration. 


Selling War Bonds... How one 
bank mustered the full force of its 
organization in a highly successful sales 
campaign during the 5th war loan is 











les the telephone rush. Every night 
thousands of service men and women 
dash to the nearest telephones to talk 
with families and friends at home. Most 
of the Long Distance calls from camps 
and naval stations are crowded into a 
few short hours. 


Many circuits are likely to be crowded 
at that time and it helps a lot when you 
“give 7 to 10 to the service men.” 


BELL TELEPHONE SYSTEM 
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set forth in detail in this brochure. 
There is a full description of the cam- 
paign plan, special promotions used, 
displays and advertising, and a sum- 
mary of the results. Samples of the 
various forms of promotion, including 
a special war bond check, are inserted 
in a pocket of the brochure. Here is a 
ready-made kit which presents a 
comprehensive program of action for 
any financial institution, as the sixth 
war loan drive looms ahead. 


Twin Cities Tax Plan... This is 
one of the several proposals which 
have recently been advanced, calling 
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for post-war tax legislation as a means 
of stimulating the national economy. 
The program was drafted after a 
14-months study by :bankers, indus- 
trialists, tax lawyers, and other busi- 
ness and professional men in Minne- 
apolis and St. Paul. Unlike many 
other proposals, this plan stresses the 
need for reducing individual income 
taxes after the war, on the theory that 
relatively heavy corporate income tax 
rates are less harmful to the private 
enterprise system. 


Your New Home And Your 
Pocketbook ... This booklet con- 




















years to come. 


| MERCANTILE 











on Announcement 


The Banks and Bankers’ Division of Mercantile- 
Commerce has been developed through the | 
years to render the most efficient, helpful type 


of service to our correspondents everywhere. 


We take pleasure in announcing that this Division 
is now under the supervision of 


Mr. WILLIAM A, MCDONNELL 


while direction of the Division’s activities will 
continue to be in charge of 


Mr. LEo D. KELLY 


Today, with extensive contacts, every banking 
facility, and the cumulative experience of eighty- 
seven years of banking, Mercantile-Commerce 


pledges continuing, dependable service in the 





Bank and Trust 
ST. LOUIS 1 MISSOURI 
| lente | 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION | 
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In writing to advertisers please mention The Burroughs Clearing House 








tains some revealing comparative fig- 
ures on the initial costs and operating 
costs of houses. It details the in- 
fluence which adequate operating 
equipment has on the monthly dollar 
outlay required to pay for and live in 
a dwelling. The surprising conclusion 
reached is that it actually costs less to 
live better, when all costs are calcu- 
lated. 


Sales Points for Tellers .. . This 
folder is designed to aid tellers in selling 
travelers checks. Through different 
questions and answers, it cites the 
most likely prospects, and suggests 
responses to various requests for infor- 
mation. 


Still Timely 


Tellers’ Manual... A Los Angeles 
bank has prepared this 23-page book- 
let especially for new tellers to help 
them understand more fully their 
duties and responsibilities. 


Have You Streamlined Your 
Estate?...The purpose of this well- 
illustrated brochure is to present facts 
concerning tax changes in recent years 
which have markedly affected estate 
distribution plans. It is offered by a 
large insurance company. 


A Study of the Air Transport 
Industry ...In this 22-page booklet 
a metropolitan bank traces the history 
of the air transport industry and points 
out some of its opportunities and 
problems. 


Pax Aeronautica... An analysis 
of the implications for world commerce 
of the fact. that tomorrow will be the 
age of flight. 


What Government Bonds 
Should I Buy?... Wherein a banker 
gives his views on the outlook for 
deposits and interest rates, what kind 
of Governments to buy, how to space 
maturities, etc. 


Termination of War Contracts 
- «- » A timely digest of instructions 
outlining procedures to be followed in 
the cancellations of war contracts. 


Bankads... New samples of bank 
advertisements illustrated with human 
interest photographs, and with copy 
set in specialized type faces. 


Retention and Preservation of 
Corporate Records ... This pam- 
phlet describes in detail the steps 
taken by one organization to perfect a 
system for the storage and preserva- 
tion of its records. It contains many 
ideas applicable to banks. 
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COURT DECISIONS 
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By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Limited Status of Collateral 
Security 


Recently the Supreme Court of 
Tennessee had occasion to define and 
explain the legal status of collateral 
security. 

“Collateral security,” said the court, 
“is a security given in addition to the 
direct security and subordinate to it, 
intended to guarantee its validity or 
convertibility or insure its perform- 
ance; so that if the direct security fails, 
the creditor may fall back on collateral 
security. 

‘Collateral security in bank phrase- 
ology means some security additional 
to the personal obligation of the 
debtor. It is merely a concurrent 
security for another debt, subsidiary 
to the principal debt, and if the princi- 
pal debt be paid off, the debtor is en- 
titled to a restoration of the collateral 
security.” 

Under the court’s pronouncement it 
is clear that if a borrower pledges col- 


lateral as security for a particular loan, 
he is entitled to the return of his 
collateral upon payment of that specific 
loan. The bank should protect its 
position by requiring the borrower to 
agree at the outset that any collateral 
which he pledges in connection with a 
particular loan shall be available to 
secure any debt which he may owe the 
bank. In the absence of some such 
agreement, the bank may find itself 
legally unable to hold collateral for 
the protection of debts other than the 
loan for which the collateral was 
specifically pledged. (Skidmore vs. 
Little, 181 Southwestern Reporter, 
Second Series, 144.) 


¢ (¢@ e 


Fraud in dnception of Note 


Of importance to banks everywhere 
is a recent California decision on fraud 
as a defense to a negotiable note in the 
hands of a holder in due course. 


A finance company acquired from: 


the payee a negotiable note before 
maturity, for value and without notice 
of any defect in the instrument or in- 
firmity in the payee’s title. Eventu- 
ally the finance company sued the 
makers to collect the note. The note 
had been acquired by the payee, a 
contractor, in connection with a con- 
tract for repairs to be made in a build- 
ing owned by the makers. ; 
The makers, who were illiterate, 
contended that they signed the note 
without knowledge that it was a note. 
They testified that the contractor’s 
representative had put a paper in front 
of them, explained to them it was a 
contract for the work they wanted 
done, and urged them to sign immedi- 
ately without consulting a lawyer so 
that the work could be started the next 
day. Upon his assurances they signed 
the paper, which actually was a docu- 
ment combining a credit application 
and a negotiable note, the two parts 
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efficiency to paper sorting 


Sort-O-Mat keeps costly office machines and important 
employees producing by getting sorted material to 
them quickly. This new “Y and E” two-letter sorting 
method, utilizing only the first two letters of surname 
or subject enables new and inexperienced help to sort 
almost immediately, in strict alphabetical order, a 
minimum of 800 papers an hour and after a few days 
to handle 1600. Here’s the help you need in the filing 
of checks, payroll and deposit slips, bonds and other 
papers. Call in the “Y and E” representative in your 
territory and let him demonstrate with your workers 
how Sort-O-Mat can save you time and money. 


FOREMOST FOR MORE THAN SIXTY YEARS 


YAWMAN 1»? FRBE MFG.©. 


1044 JAY STREET, ROCHESTER 3, N. Y. 
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The Best Papers are made of 


GOSSYPIUM 


For years Gossypium herbaceum, Gos- 
sypium barbadense and other members 
of the cotton family have been the fore- 
most fibers for making fine paper. For 





only cotton fibers can give to paper the 
rich appearance and long life so neces- 


sary in modern business uses. 


Fine appearance is but the “dividend” 
you get in Parsons cotton fiber paper. 
ts crisp quality, in whatever weight you 
use it, handles more rapidly, erases clean- 
ly, retypes clearly, files more readily, and 
outlives any other form of paper, a factor 
of especial importance for records and 


long term documents. 


For nearly a century Parsons has special- 
ized in Bond, Ledger, Index and Technical 


Papers made of strong, clean cotton fibers. 


Write today for Demonstration Folder of 
these superior business papers and see 
how they can be used in your business. 


Parsons PAPer Company, Hotyoke, Mass. 


Farsons Paper 
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being separated by a_ perforation. 

The trial court found that the 
makers were defrauded by the con- 
tractor by his failure to perform the 
work agreed upon and that the note 
had been obtained from them by fraud 
on the part of the contractor’s repre- 
sentative. The trial court further held 
that the nature of the fraud in obtain- 
ing the note from the makers was such 
as to constitute a “real defense” 
against the finance company, which 
in all respects qualified as a holder in 
due course. 

When the case came to the Cali- 
fornia District Court of Appeal the 
issue involved was the distinction 
between so-called “fraud in factum”’ 
and fraud in the inducement of the 
execution and delivery of a note. 

Fraud in the inducement of a note 
usually relates to false representations 
made to the maker to induce him to 
sign the note. He knows and under- 
stands what he is signing, but does so 
as the result of the fraudulent repre- 
sentations. This type of fraud is a 
good defense as between the original 
parties but not against an innocent 
holder in due course. It is sometimes 
called a “personal defense.” 

Fraud in factum is the type of fraud 
claimed in the California case, that is, 
the maker is inveigled by false repre- 
sentations to sign a negotiable note 
without knowing that it is such and 
without any negligence on his part in 
ascertaining the true nature of the 
paper he is signing. 

“There is a rule in some jurisdic- 
tions,” said the California court, “that 
where one is induced to sign a negotia- 
ble instrument under the belief or, as 
has been loosely stated, the impression 
that an instrument of a different 
character is being signed, the defense 
of fraud is available against a holder 
in due course in the absence of an 
estoppel in pais or one based on 
negligence. 

“The Uniform Negotiable Instru- 
ments Act does not cover the question 
in so many words. - In Wisconsin, 
Minnesota and Illinois the Negotiable 
Instruments Law or other legislation 
expressly makes fraud in factum a real 
defense. Wisconsin has added to the 
Negotiable Instruments Law a pro- 
vision that the title of a person who 
negotiates an instrument ‘is abso- 
lutely void when such instrument or 
signature was so procured from a per- 
son who did not know the nature of 
the instrument and could not have 
obtained such knowledge by the use 
of ordinary care.’ 

“This well-known Wisconsin rule 
has been adopted by other States. In 
some instances the opinions appear to 
be judicial adoptions of the Wisconsin 


| statute rather than judicial decisions 


based upon the law of the State where 
the controversy arose.” 
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Rejecting the Wisconsin precedent 
for California, the court continued: 

“But there is authority to the con- 
trary to the effect that this defense is 
not available against a holder in due 
course, even though the person fraudu- 
lently induced to sign the instrument 
was free from negligence. The general 
rule is that in the absence of statutory 
provision fraud is not a defense as 
against a holder in due course.” 

The right of the innocent holder in 
due course to enforce the note against 
the defense of ‘‘fraud in factum” was 
upheld. 

The Presiding Justice, however, filed 
a vigorous dissent in which he asserted 
that the prevailing rule in the majority 
of States is to make “fraud in factum”’ 
in the execution of a negotiable instru- 
ment a real “‘defense’’ available to the 
maker even against a holder in due 
course. 

Necessarily, banks must be guided 
by the rule of their appellate courts in 
their respective States on this impor- 
tant point. (C. I. T. Corporation vs. 
Panac, 149 Pacific Reporter, Second 
Series, 901.) 
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Set-off After Expiration of 
Statute of Limitations 


Rather unusual were the circum- 
stances in a recent New York case 
where a bank set off against a deposi- 
tor’s account the amount of an old 
mortgage held by the bank. 

The depositor obtained from the 
bank a mortgage loan on a property 
owned by him. By its terms the 
mortgage was to run for a little over 
three years. After the mortgage loan 
had been made and the borrower’s 
bond and mortgage taken by the bank 
in return, the property passed out of 
the borrower’s hands, although the 
bank still retained his bond and 
mortgage. 

The mortgage was never paid off, 
but was continued by the bank as an 
“open” item for upwards of twenty- 
five years, during which time the 
interest was paid regularly. Toward 
the end of that period, however, there 
was a default in the’ payment of 
interest and taxes. 

At that time the bank set off against 
the deposit account of the mortgagor 
and obligor on the bond, the full 
amount due, including balance of 
principal, unpaid interest, and taxes 
which the bank had been forced to pay 
on the mortgaged property. The bank 
notified the depositor of the set-off 
thus. made and informed him that an 
assignment of the mortgage had been 
prepared, together with all sustaining 
papers, which he might obtain when- 
ever he found it convenient to call for 
them. 

In his suit against the bank to 
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recover the amount thus charged 
against his account the depositor 
alleged that the bank was “equitably 
estopped” to set off the sum of the 
mortgage debt against his account 
because it had failed to call the mort- 
gage on its due date or at any other 
time and had failed to proceed by fore- 
closure against the mortgaged prop- 
erty. He further averred that the fore- 
closure of the property, when the 
mortgage became due, would have 
realized a sum far in excess of the 
amount owing on the mortgage. 

Rejecting this contention, the New 
York court said: 
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“Mere forbearance on the part of a 
creditor to enforce his rights will not 
discharge-a surety of his obligation.” 

Of broader interest to banks gener- 
ally, perhaps, is the point raised by 
the depositor to the effect that the 
bank was without legal standing to 
set off against his account an obligation 
barred by the statute of limitations. 

“The statute of limitations,” ruled 
the court, “acts as a bar to the remedy 
by action after a certain stated period. 
However, it does not extinguish the 
debt. The law merely deprives a 
creditor of the right to enforce pay- 
ment in the courts. The creditor may 
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use other means, however, for realizing 
his debt. Thus, an attorney’s lien on 
money of his client in his possession 
for an amount due him for professional 
services, continues to exist after his 
remedy by action for the debt has 
become barred by the statute of limita- 
tions, and the attorney has a right to 
retain such money until his account is 
adjusted, and to have it set off in an 
action against him to recover the 


money. 
“As often stated, the statute of 
limitations is a shield and not ‘a 


weapon of defense. In view of the 
fact that the debt on the bond and 
mortgage is not extinguished but is 
unenforcible by action, the bank had 
a right, because of the debtor and 
creditor relationship between it and 
the depositor, to set off one obligation 
against the other.”’ (Otto vs. Lincoln 
Saving Bank, 49 New York Supple- 
ment, Second Series, 407.) 
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‘*Gratuitous”’ Liability 


A bank which undertakes to per- 
form a service for a customer or other 
person is liable to pay for any damage 
incurred by such person as a result of 
any lack of reasonable diligence on the 
bank’s part, even though the bank per- 


| formed the service gratuitously, ac- 











cording to a recent New York de- 
cision. 

In that case a letter of credit from a 
Spanish bank was involved. 

“The defendant New York bank,” 
said the court in the suit ultimately 
brought by the individual for whom 
the bank acted, “undertook, at the 
plaintiff’s request and expense, to cable 
the Spanish bank for permission to 


| change the straight letter of credit to 


a negotiable one. That authority to 
do so was received by the defendant 
bank on April 17, is conceded, as is 
the fact that it did not communicate 
the Spanish bank’s assent to the 
plaintiff until April 30. 

“The defendant bank would be 
answerable for any damages properly 
traceable to any lack of reasonable 
diligence it may have displayed while 
acting, although gratuitously, as the 
plaintiff’s agent.” 

Actually, the court found that the 
damage alleged by the plaintiff as a 
result of the thirteen days interval or 
delay was too vague, speculative and 
remote to warrant judgment for any- 
thing more than nominal damages — 
six cents. 

However, the case is a warning to 
banks that a service performed gratui- 
tously may result in a liability if the 
party served can show actual damage 
traceable to the bank’s negligence or 
other fault. (Raphel vs. Bank, 48 
New York Supplement, Second Series, 
638.) 
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W. RANDOLPH 
BURGESS 


(CONTINUED FROM PAGE 15) 


stability, lower trade barriers, an 
attempt to alleviate the swings of the 
trade cycle, the need for world-wide 
credit and capital, and the taking of 
steps to bring those objectives about. 

This report goes into some detail on 
the question of currency stabilization 
and the White and Keynes plans as 
they were known at that time. Mr. 
Burgess stated then that “‘some inter- 
national institution is desirable.”” The 
agreements reached at Bretton Woods 
aré a big mouthful, he says today. 

Mr. Burgess approaches the presi- 
dency of the American Bankers Associ- 
ation with due modesty. It will be a 
tough job to follow Lee Wiggins, who 
has been a very active president, he 
says. It would be considerably more 
difficult without the help of Dr. Harold 
Stonier as executive manager. The 
association is fortunate also, he adds, 
in having in its executive council and 
committees so many leading bankers 
who have served as president and who 
retain their active interest in associ- 
ation affairs. It is also fortunate in 
the men of ability who go to make up 
its headquarters’ staff. 


UN DER President Wiggins, the A. B. 

A. began a number of new activities. 
It established a Commission on Coun- 
try Bank Operations. It gave its 
utmost support to the work of the 
Agricultural Commission. It. organ- 
ized the Post-War Small Business 
Credit Commission. It has already, 
through The Economic Policy Com- 
mission, begun its studies of the prob- 
lems of post-war national and inter- 
national finance. It is likewise study- 
ing post-war consumer credit, mort- 
gage. financing, employee and public 
relations, and other problems. 

Clearly the duty of the official staff 
of the association in the period ahead, 
Mr. Burgess feels, is to carry out the 
program that is already under way. 

One phase of this program that has 
received and will continue to receive 
special emphasis is the matter of 
government competition with private 
enterprise in the field of agricultural 
credit. The association is doing two 
things about it. First, through its 
commissions, it is endeavoring to aid 
the banks in doing their own job so 
well that the excuse for government 
subsidized lending will disappear. 
Second, it is presenting all the facts 
to the Congress. The American people 
today and their Congress are in favor 
of the American system of free enter- 
prise. Expanding government activi- 
ties have crept in partly in response to 
emergencies and partly from the 
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activities of small groups who don’t 
like our traditional American forms of 
life but prefer totalitarianism or stat- 
ism. When our people really under- 
stand the facts and the principles at 
stake, Mr. Burgess feels there will be 
no doubt of the outcome. 

Another activity that is receiving 
special emphasis is the matter of credit 
to small business. Here also, the banks 
face the threat of government com- 
petition. The needed support for the 
new commission has been assured, and 
it is now functioning. The credit prob- 
lem of small business will be aided 
greatly by research and ‘study that 
the new commission already has under 
way, and the problem will undoubtedly 
be met by the banks themselves largely 
through the development of small busi- 
ness loan or similar departments. 
Regular bank credit will be supple- 
mented, where necessary, by voluntary 
participation in regional credit groups. 
There will be no huge national pool 
subscribed by banks as frequently 
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reported. Ample credit will be as- 
sured, however, to small business. 
Beyond that, Randy Burgess insists 
that he has no grandiose ideas, and 
nothing to put over. He hopes that 
his administration will be judged not 
so much by the number of meetings 
held, or legislation passed or changes 
in the organization, as by the service 
rendered and by the continuing ca- 
pacity of the association to exercise 
leadership in American banking and 
constantly to do its job a little better. 
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POLICY 
INNOVATIONS 


(CONTINUED FROM PAGE 17) 


The investment service department, 
which is charged with the servicing of 
the bank’s own portfolio as well as the 
trust department accounts, is com- 
prised of specialists whose entire time 
is devoted to these duties. In addition, 
we have on retainer a number of con- 
sultants in the East, Middle West and 
Pacific Coast who advise us on indus- 
trial, municipal, rail and public utility 
securities. No sales or purchases are 
made until after the most careful con- 
sideration by the trust investment com- 
mittee, which meets weekly or oftener. 
This committee, composed of three 
directors and two senior officers, has 
been the same for more than eleven 
years. 

In the operations of the trust de- 
partment, which is under the direction 
of Maurice James, vice-president and 
trust officer, we are making a special 
effort to meet the needs of the smaller 
investor, particularly through our com- 
mon trust fund which is the only one 
in existence west of St. Louis. 

Today large estates are rapidly 
becoming things of the past. In the 
future all trust companies will have to 
depend upon estates that run as low 
as $5,000 or less to provide the volume 
which formerly was obtained through 
sizable estates. 

Heretofore, it has been impossible 
to administer profitably a trust estate 
of less than $20,000 or $25,000 at the 
modest fees charged for that purpose. 
The answer to this problem was the 
authorization, under provisions of Sec- 
tion 17, Regulation F, of the Board of 
Governors of the Federal Reserve Sys- 
tem, for the setting up of common 
trust funds in which small estates 
would be consolidated, with units of 
interest in proportion to the amount 
contributed by each trust. 

Although this authorization was 
made in 1937, it was not until four and 
a half years later that our bank initi- 
ated First National Fund “A,” a 
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common trust fund, for these general 
purposes: =. 

1. To permit small-sized trusts to 
benefit from the advantages that com- 
mon stock investments may offer, in 
cases which seem appropriate to us and 
when the creator of the trust so desires. 

2. To make available for small-sized 
trusts other investment advantages 
which generally are enjoyed only by 
large estates, and to increase some- 
what the net income of such accounts. 

Our common trust fund was estab- 
lished July 1, 1942, with a total princi- 
pal sum of $263,800 invested by thirty- 
six trust accounts. One year later, the 
number of participating trusts had 
increased to forty-seven and the in- 
vested principal of the fund to $477,- 
573. In the first year of operation the 
fund earned $4.16 on each participating 
unit, equivalent to a yield of 3.91 per 
cent on the average value of the units 
during the year. By the end of 1943, 
the market value of the fund had risen 
to $640,410, owned by fifty-nine dif- 
ferent trusts. 

Now we can take almost any size 
trust. The man who has from $10,000 
to $15,000 and wants to start a trust 
fund can do so here and get the diversi- 
fication which he cannot obtain with a 
small amount in a single trust. Even 
with $25,000 he could not otherwise 
get the broad coverage we feel he is 
entitled to have. 

We have long felt that common 
stocks have a definite place in trust 
funds exceeding $20,000, and they are 
included in practically all of our trusts. 
We advocate to attorneys that, in the 
drafting of wills or voluntary trusts, 
specific authority be incorporated in 
them for the investment in units of 
interest in common trust funds and in 

preferred and common stocks, and 
such powers now exist in almost all of 
our testamentary and living trusts. 


WE have no policy limiting the in- 
vestment in common stock to a 
particular percentage of the trust, but 
on the average such investment would 
not exceed 33 per cent, although we are 
operating under trusts in which such 
percentage runs much higher, due 
either to the directions of the trustor 
or because we may be in the process 
of reducing an overcommitment in 
equities in the trust at the time of its 
acceptance. We have a number of full 
management agency accounts com- 
prised entirely of common stocks. 
Bond purchases today may be more 
of a gamble than common stock invest- 
ments. Bond prices are high. When 
they reach such a stage, some day they 
are likely to go down. When you pay 
a premium of twenty to even fifty 
points for a bond that has thirty years 
to run, you do so with the almost cer- 
tain knowledge that between now and 
maturity, even if the premium is 





amortized, you will see a lower price 
than its present cost. 

While we have not fixed any arbi- 
trary percentage for classes of invest- 
ments, in connection with our common 
trust fund it is our general feeling that 
we do not wish to go beyond 33 per 
cent in common stocks, with the bal- 
ance invested in 12-15 per cent in 
preferred stocks, and a little over 50 
per cent in good bonds. We cut back 
and’ sell if the common stocks exceed 
33 per cent of the fund at the quarterly 
valuation period, so as to maintain the 
same relative percentage for each class 
of investment. 
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We have not as yet advertised this 
common trust fund in the press or 
extensively by direct mail, as it is 
strictly for the bona fide trust account 
and we do not wish to give anyone the 
impression that we have securities for 
sale. It is also so easy to confuse the 
common trust fund with the shares of 
investment trusts available in the 
open market. 

Our common trust fund is entirely 
contractual. Since 1937, authority to 
so invest has been contained in all of 
our voluntary trust instruments, al- 
though the fund itself was not started 
until 1942. We have suggested to 
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trustors of old accounts under $25,000 
that they amend their trusts in order 
to be able to participate in the common 
trust fund. We also have a number of 
trusts for Navy, Army and Marine 
Corps officers for whom this form of 
investment is admirable. 

We furnish the beneficiaries of trusts 
participating in the common fund an 
annual detailed audit showing earnings 
by quarters, and the sales and pur- 
chases during that period, along with 
a list of the holdings as of the date of 
the audit. At the time this fund 
started the value of the units was 100, 


e 


° 


and on the valuation date of April 1, 
1944, it was 118, an appreciation which 
cannot continue indefinitely. 

We feel that this fund has been very 
successful in realizing its objectives. 
It is invested almost as we would 
invest a trust fund of $800,000, which 
is about the present market value of 
this consolidated fund, except that 
possibly we have a greater diversity of 
investments in the common fund than 
we would have in an individual large 
account. We spread the risks about as 
thin as possible through maximum 
diversification. 
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POST-WAR LOANS 


(CONTINUED FROM PAGE 20) 


Sherman tank under fire can repair a 
farm tractor, and the skilled mechanics 
of the Army Air Force ground crews 
will be in demand in civilian industry. 
Many men of this type will want to 
open a shop or business of their own. 

A machine age will follow the war. 
All the trained veterans will find their 
mechanical skills useful on going back 
to civilian life, particularly on the 
West Coast. Here there has always 
been a shortage of skilled men, espe- 
cially precision mechanics for industry. 
In former years a number of industries 
have refrained from locating branches 
or plants on the Coast because they did 
not find the skilled manpower available 
for operations. Today we have the 
manpower, to be supplemented by the 
precision mechanics coming back from 
the armed services, and the skilled 
men in industries who have been work- 
ing in plants engaged in war .work. 


When this skilled manpower is coupled 
with our increased population, living 
under climatic advantages, it will be 
an incentive for new industries, both 
large and small, to locate on the West 
Coast. These industries will have a 
local market in the states West of the 
Rockies, and I hope in time some 
foreign markets as well. 

The Bank of America is ready to 
serve all these war veterans, war 
workers and others who want to open 
up businesses, not only in manufactur- 
ing, servicing or merchandising in the 
city communities, but also in agricul- 
ture, in fact, any business they may 
wish to start. 

The Bank of America and other 
forward-looking California banks have 
abundant funds to lend, their lending 
policies are constructive and sympa- 
thetic, and there is no apparent need 
for new lending agencies to be set up 
to aid small business recovery here. 
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Burroughs 





Burroughs Mechanical Service 
Provides These Advantages 


] Burroughs service is rendered by 
factory-controlled, factory-trained, 
sglaried representatives whose work 
is guaranteed by Burroughs. 


2 Every Burroughs service office is 
stocked with genuine Burroughs 
parts to meet any service need. 


3 All Burroughs service men are 
promptly and fully informed about 
every improvement in service, every 
new feature or mechanical change. 





FIGURING, ACCOUNTING AND STATISTICAL MACHINES 


Leads mer . i dependability 


service 

Bankers will remember for long after the 
war that Burroughs didn’t let them down 
when the going was tough. The Burroughs 
organization maintained its smooth service 
while many service organizations were 
finding it impossible to give satisfaction. 

The dependability of Burroughs Mechanical 
Service in wartime didn’t just happen! 
Today’s experienced, highly-trained service 





of ~erenall 


organization is the natural result of a 
farsighted policy of careful planning, 
constant study, continuous training and 
close supervision ...a policy adopted in 
recognition of the lot that a product can 
be no befter than the service rendered. 


Bankers realize now more than ever that 
when comparing machines an important factor 
is dependability of service—still another 
point of superiority in Burroughs machines 

.. still another way in which Burroughs leads. 


Burroug wit 
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